BENNIE T. KING 


Bennie King says, 

“I am not particularly 
proud of my 1950-51 
earnings. But I was very 
young and very 
inexperienced. 

“But I do expect to reach 
$20,000 a year before 

age 30.” 

Here is a record of his cash 
earnings beginning with 
his first full year. 
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"9 expect to reach 


$20,000 before age 30” 


Wabash, Indiana, August 18, 1955 


Mr. Francis J. O’Brien, Vice President 
The Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 


It wasn’t funny then, but I have to laugh now 
when I look back to that lucky day in late 1949 when 
I had just been fired from a $45 per week office job. 
I was 21 years old and had already spent a year in 
military service, 14 months in business college, and 
had held out over a year at this job, anxiously wait- 
ing until I was considered old enough to sell life in- 
surance. My friends, my parents, my wife and her 
parents all said I was too young. Then Dad encour- 
aged me with—“Well Bennie, since you’re not satis- 
fied with anything else you may as well give it a 
try between jobs and find out once and for all wheth- 
er you're a life insurance man.” Frankly, when I 
knocked on the first door I silently prayed that no- 
body was home. But I soon found that the famous 
PPIP and other Franklin specials didn’t have to be 
sold, just as you had told me. Just see enough of the 
right kind of people and tell them the story. 

I’ll always be grateful to General Agent Charles 
Taylor who gave me my “chance,” and to Regional 
Manager Wayne Messmore who later gave me a 
push in the right direction (five figure income). And 
thanks to the Home Office for your personal interest. 
It’s a pleasure to earn better than just an average 
living, and my family and I don’t believe that we 
have yet really hit our stride. My goal at the very 
beginning was $20,000 per year by age 30. I'll be 
disappointed now if this isn’t accomplished ahead 
of schedule. Last year Franklin paid me $13,000 and 
I’m counting on $17,000 this year. I’m happy—yes— 
but not surprised because I believed you O’B, when 
you told me the Franklin story. 


I’ma very lucky fellow, Sincerely, 
Bennie T. King 
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This is stability... 


SUC-CeSS: the attainment of an aim; degree of prosperity. 
sta-bil’i-ty : steadiness of character; constancy. 


But more important is what success and stability tious and_ our stability reassuring — two reasons 
don’t mean here at ucLic. Here success doesn’t | Why so many who have joined ucLic have upped 
mean pompous, and stability doesn’t mean stuffy. their earnings. Here you find leadership — not 


Open-eyed insurance men find our success infec- drivership. Interested? Write to: 





Roy A. Foan, Vice President and Director of Agencies 


NION CASUALTY AND LIFE INSURANCE COMPANY 
17 East Prospect Avenue * Mount Vernon, New York 


Yours for Life—and Casualty, too! 
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Does Competition 
Call for Actuarial 
Code of Ethics? 


Pros and Cons Are Given 
by Klem in Presidential 
Address at Society Meet 


MONTREAL—Do changed conditions 
make it advisable for the Society of 
Actuaries to create 
and operate under 
a code of ethics? 
Or would the 
drawbacks offset 
the advantages? 
These questions 
were posed by 
Walter Klem, sen- 
ior vice-president 
and actuary of 
Equitable Society, 
in his presidential 
address at the So- 
ciety of Actuaries’ 





Walter Klem 








annual meeting here. 


Mr. Klem dealt comprehensively 
with both sides of the matter but re- 
frained from taking a position. One of 
the main reasons why the subject has 
come up is the enormous increase in 
the number of employe benefit plans 
in which actuaries may become in- 
volved in competitive aspects. 

“To an increasing extent,” said Mr. 
Klem, “the actuary is advising or par- 
ticipating directly in competitive ef- 
forts to influence decisions that di- 
rectly or indirectly affect his personal 
gain. The temptations to influence im- 
properly, for company actuaries and 
consultants alike, have been multi- 





William M. Anderson, vice-president 
and managing director of North Amer- 
ican Life of Toronto, was_ elected 
president of the Society of Actuaries, 
succeeding Walter Klem, senior vice- 
president and actuary of Equitable 
Society. 





plied by the tremendous expansion 
during the last 15 years in the field of 
employe benefit plans, both insured 
and non-insured.... Often an actuary 
had a major part in influencing the de- 
cision as to whether or not to insure a 
plan and if so in what company or 
companies. 

“The ferment of these last 15 years 
has brought many actuaries much 
closer to, if not actually into, the mar- 
ket place where the sale is made. A 
plan under negotiation often involves 


Heart, Weight Flaws 
Double Mortality if 
Family History Bad 


MONTREAL—A family history of 
cardiovascular-renal disease accompa- 
nied by minor personal impairments of 
a cardiovascular nature or slight over- 
weight, results in a mortality rate twice 
the standard. 

This is indicated by Prudential’s ex- 
perience reported in a paper presented 
by Alton P. Morton, 2nd vice-presi- 
dent and associate actuary, at the So- 
ciety of Actuaries annual meeting here. 
The experience was for 1935-1950. 

“Any impairments of a cardiovascu- 
lar-renal nature or overweight, ap- 
parently of only borderline signifi- 
cance when viewed alone, are of 
greatly increased significance if as- 
sociated with a family history of car- 
diovascular-renal disease,” Mr. Mor- 
ton said. “A sustained extra mortality 
is associated with a combination of 
cardiovascular family history and 
minor physical impairments of a pos- 
sibly related type.” 

Mr. Morton pointed out that any ap- 
plicants with a cardiovascular-renal 
family history are at least borderline 
risks and require careful underwriting. 
He said that “even when wholly free 
of associated minor impairments of a 
possibly related nature, the ratio of 
actual to expected mortality is 126% 
for the important age group 40-49 of 
male lives.” 

The importance of a family history 
of heart disease seemed less signifi- 
cant among women than among men, 
he said. 

Mr. Morton’s paper throws further 
light on the unexpectedly high mortal- 
ity rate (141% of the expected) dis- 
closed in the 1951 Impairment Study 
of the Society of Actuaries among over 

(CONTINUED ON PAGE 26) 
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Headline Slogan 
to Dominate New 
Institute Campaign 


NEW YORK—The headline-slogan 
“When someone’s counting on you... 
You can count on life insurance,” 
which ran in a double-spread adver- 
tisement in THE NATIONAL UNDERWRIT- 
ER for Sept. 23, will be the theme of 
the Institute of Life Insurance’s new 
1955-56 cooperative advertising cam- 
paign. It will begin in mid-October and 
will appear in more than 500 daily 
papers and in six national farm maga- 
zines with a potential audience of more 
than 53 million. 

The campaign is a series of 12 mes- 
sages focusing on the dependability of 
life insurance. It deals solely with 
life insurance. 

“Built around this forceful, con- 
structive idea, it becomes a positive, 
believable public relations theme that 
will help every life insurance repre- 
sentative and demonstrate that the life 
insurance business is a good business, 
serving the public well,” said Holgar 
J. Johnson, president of the Institute. 
“We are striving this year to motivate 
a warmer and a more understanding 
attitude on the part of the public to- 
ward life insurance,” he said. 

Developed by a planning committee 
of company executives and enthusias- 
tically received by representatives of 
several life insurance organizations 
previews held during the summer, the 
advertisements follow a basic five- 
point pattern. Starting with the con- 
stant headline, “When someone’s 
counting on you...you can count on 
life insurance,” each message carries 
a warm, human-interest photograph of 
a family relationship that quickly says 
“dependency.” The first advertisement, 

(CONTINUED ON PAGE 26) 








Late News Bulletins... 








Plan Stock Sale Details for Life Companies, Inc. 


NASHVILLE—Details on the stock sa 


les campaign for Life Companies, Inc., 


of Richmond were worked out at a meeting here Tuesday of representatives 


of Lamar Life of Mississippi and Atlan 
Equitable Securities Corp., which, with 
handle the stock offering.. 


tic Life of Richmond at the offices of 
Rauscher-Pierce & Co. of Dallas, will 


However, according to a representative of Equitable, approval of the stock 
is still pending before the federal securities commission. Under that filing 
there would be offered 418,656 shares of $1 par common stock and 4,081 


shares of $25 par convertible preferred 


Life Companies, organized Aug. 1, and his brother, Clint W. Murchison Jr., 


own in equal amounts all 1,250,000 ou 


stock. John D. Murchison, president of 


tstanding common shares and 140,000 


59th Year, No. 40 
October 7, 1955 





Complete Agenda 
Listed for ALC’s 
Annual Meeting 


Well Balanced Program 
Expected to Attract 
Record Attendance 


The program has been completed 
for the 50th annual meeting of Amer- 
ican Life Convention, to be held Oct. 
10-14 at the Edgewater Beach hotel, 
Chicago. Indications are that last 
year’s record registration of more than 
1,000 will be exceeded. 

The general sessions are scheduled 
for Wednesday and Thursday. Speak- 
ers Wednesday include F. W. Hubbell, 
president of Equitable of Iowa and of 
ALC; Superintendent Leggett of Miss- 
ouri, president of National Assn. of 
Insurance Commissioners; Claris 
Adams, executive vice-president and 
general counsel of ALC; Alfred N. 
Guertin, actuary of ALC, and Lee N. 
Parker, administrative vice-president 
of ALC and president of American 
Service Bureau. 

Addressing Thursday’s session will 
be Dr. V. M. Ancher, president of 
University of Iowa; H. W. Brower, 
president of Occidental of California; 
Robert E. Gross, president of Lockheed 
Aircraft Corp., Burbank, Cal.; H. W. 
Manning, vice-president, Great-West 
Life; Leland J. Kalmbach, president, 
Massachusetts Mutual Life, and Sena- 
tor Dirksen of Illinois. 

The legal section, presided over by 
chairman Willis H. Satterthwaite, Penn 
Mutual Life, will meet Monday and 


Tuesday. Speakers include H. S. 
Campbell, Phoenix Mutual Life; T. R. 
Walsh, Canada Life; Richard F. 
Mooney, Northwestern Mutual; C. 


Clark Bryan, ALC; Ernest W. Furnans 
Jr., Massachusetts Mutual Life, Allen 
C. Steere, Lincoln National Life; 
Newell C. Munson, Indianapolis Life, 
and Ralph H. Kastner, ALC. There 
also will be a luncheon Tuesday for 
members and guests with E. Smythe 
Gambrell, Atlanta, president of Amer- 
ican Bar Assn., as the speaker. 

The agency section session Tuesday 
will open with remarks by the chair- 
man, Frank L. Barnes, Ohio State 
Life. Talks will be made by Cecil 
Woods, president Volunteer State Life; 
Raymond C. Johnson, agency vice- 
president New York Life; John. W. 
Yates, general agent Massachusetts 
Mutual Life, Los Angeles; Samuel N. 





share of convertible preferred stock. Equitable Securities and Rauscher-Pierce 
will offer 340,000 common shares of the Murchison holdings for public sale. 
An additional 60,000 shares of common stock will be offered by Murchison 
brothers for sale to officers, directors, employes and agents of Life Companies, 
Atlantic Life, Lamar Life and to certain business associates of the Murchisons. 
Life Companies will offer the remaining 8,656 commons shares and 4,081 
convertible preferred stock to holders of Atlantic Life common stock on the 
basis of 64 shares of common and 14 shares of preferred for each outstanding 
share of Atlantic Life common plus $15. 


H. A. Schuler to Savannah for N. Y. Life 


Harland A. Schuler has been appointed manager for New York Life at 
Savannah. He joined New York Life in 1950 at Washington, D. C., and has 
been general manager of the company’s branch office in Poughkeepsie, N. Y., 
since January. He is a CLU. 


benefits for thousands of employes or 
union members. The stakes for ‘win- 
ning the case’ are frequently substanti- 
al, whether measured in terms of com- 
pensation or prestige. In the white heat 
of competition temptation can enter for 
both the consulting actuary and the 
company actuary. 

“There has never been a task worthy 
of the actuary in which he could for 
an instant forget his professional re- 
sponsibility and personal integrity, but 
there is no doubt that developments of 
recent years, in the employe benefits 

(CONTINUED ON PAGE 26) 


Stevens, president Stevens Thurow & 
Associates, Chicago, and E. J. Faulk- 
ner, president Woodmen Accident & 
Life. hs 
The combination companies section 
will stage a luncheon meeting Wed- 
nesday, to be addressed by Charles A. 
Taylor, president Life of Virginia. 
With James H. Windsor, Equitable 
of Iowa, presiding, the financial sec- 
tion Friday will hear Donald C. Slich- 
ter, vice-president Northwestern Mu- 


tual; Eugene R. Black, president 
(CONTINUED ON PAGE 26) 








XUM 





7 FeNATIONAL UNDERWRITER 


October 7, 1955 





FITZGERALD AT S. F. 


Gives N. W. Mutual’s 
Reason for Entering 
Substandard Field 


More than 200 agents attended the 
annual all-western meeting of North- 
western Mutual Life at San Francisco, 
where president Edmund Fitzgerald 
cited factors which contributed to the 
company’s decision to enter the sub- 
standard field. 

Mr. Fitzgerald pointed out there has 
been a tremendous improvement in the 
nation’s mortality record over the past 
50 years, much of it in impaired lives. 
Northwestern for years stressed sim- 
plicity in operations, resisting sub- 
standard business because it meant 
complications. “With the introduction 
of electronic equipment, this objection 
disappears,” he said. 

Furthermore, Mr. Fitzgerald noted 
that old policyholders who would like 
to build up their insurance programs 
for tax and business purposes find 
they no longer are acceptable risks in 
their company. In addition, he said the 
company feels introduction of sub- 
standard “will tend to stabilize our 
distribution costs and should be helpful 
to all concerned, including the policy- 
holder.” 

The company intends to achieve and 
maintain the same quality of clientele 
and underwriting for substandard as it 
has in the past for ordinary business, 
Mr. Fitzgerald commented. Estimating 
the impact of substandard, he said that 
if the company wrote $60 million each 
year, premiums paid the first year 
would amount only to about 1% of all 
premiums that year. In about 10 years, 
the figure might rise to 4%. 

If the same rate of increase in over- 
all sales that was registered in August 
and September continues, Mr. Fitz- 
gerald said the year’s total could ex- 
ceed $600 million. 

Other home office speakers were 
Grant L. Hill, agency vice-president; 
William B. Minehan, secretary; Robert 
E. Templin, superintendent of agencies; 
Harold W. Gardiner, director of educa- 
tion and field training; O. Alfred Gra- 
num, assistant director of agencies, 
and Charles B. McCaffrey, director of 
advanced training. 

The L. J. Evans agency at Portland 
won top honors in a 12-week sales con- 
test preceding the meeting. Individual 
leaders were Donald E. Turner of Port- 
land, with 50 lives, and C. Von Hick- 





man, Eugene, first in volume with $1,- 
296,000. 

Appearing on an agents’ panel dis- 
cussion were Thomas I. Pickford, Oak- 
land; J. Frazier Sutton, Bellingham, 
Wash., and Daniel M. Brigham Jr. and 
Harry W. Wammack Jr., both of Los 
Angeles. 


Met Appoints Foran 
3rd V-P in Canada; 
Three Others Advance 


John A. Foran has been appointed 
3rd vice-president of Metropolitan Life. 
Mr. Foran, at the Canadian head office 
in Ottawa, will be in charge of personal 
insurance operations in that country. 

Edwin A. Peterson, Gordon Randall 
and George N. Tompkins have been 
named assistant vice-presidents at Ot- 
tawa. Mr. Peterson will be manager of 
ordinary insurance administration, Mr. 
Randall manager of debit administra- 
tion, and Mr. Tompkins manager of un- 
derwriting. 


Lincoln National Life 
Raises Five Actuaries 


Lincoln National Life has promoted 
five persons in its actuarial depart- 
ment. They are Samuel P. Adams, 
Gathings Stewart, Charles N. Walker, 
Norman F. Buck and Miss Julia Smith. 

Mr. Adams and Mr. Stewart, both 
formerly associate actuaries, were pro- 
moted to actuaries, with Mr. Adams 
heading the direct ordinary actuarial 
department and Mr. Stewart the ac- 
tuarial work for reinsurance. 

Mr. Walker and Mr. Buck were pro- 
moted from assistant to associate ac- 
tuaries, with Mr. Walker managing 
A&H and Mr. Buck continuing to su- 
pervise the research section. 

Miss Smith, formerly supervisor of 
the mathematical section, becomes as- 
sistant actuary and continues to assist 
Mr. Adams with rate book and related 
problems. 





New Pacific Muiual Policy 


A new low cost annual renewable 
and convertible term policy has been 
issued by Pacific Mutual Life. 

Comprising non-participating one 
year term insurance, renewable annu- 
ally to the end of 10 years and with 
attractive conversion privileges, the 
policy is designed specifically to meet 
the problem of young business and 
professional men or women, and ex- 
panding organizations, in need of sub- 
stantial amounts of low cost, tempo- 
rary protection. 

The policy minimum is $12,500, and 
is available at ages 20—-55. 











Atlantic Life is planning to purchase this 1,000-car parking garage in Rich- 
mond atop which it will construct three additional stories to house its new 
home office. The entire cost, according to Robert V. Hatcher, president, will be 
about $4 million. The offices will be completed within the next five years. 
Parking facilities will be enlarged to accomodate about 100 additional vehicles. 
Half the space will be reserved for the company use. The three new floors 
will contain 42,000 square feet each. The present 10-story office has 36,000 


square feet. 





—<—<———— 


Officers of Life 
Office Managers 
Assn. presented a 
plaque to Gerard 
L. Soelter, retiring 
president, at the 
annual meeting in 
Chicago. Shown 
are, from the left, 
J. Howard Ditman, 
vice-president and 
comptroller of 
New York Life, Ist 
vice - president; 
Mr. Soelter, vice- 
president of 
Southwestern Life; 


Warren J. Moore, executive vice-president of Old Line Life, president-elect; 
and Peter McDonald, vice-president and secretary of Crown Life, 2nd vice- 


president. 








American National Cuts 
Rates on Several Plans 


American National has reduced rates 
affecting the following plans: Whole 
life, 20 and 30-year convertible endow- 
ments; life paid up at 65; 20, 15 and 
10, pay life; life income endowment 
adjustments in 20 pay endowment at 
65, and endowment at 18 in youngest 
ages. 

Preferred whole life rates are un- 
changed but an adjustment upward 
in the non-forfeiture values earlier 
has made important changes in net 
cost structure. For example, at age 25 
the premium for $10,000 is $147.50. 
In the 10th year the premium total is 
$1,475 and the insured may take paid 
up insurance of $2,970 which will have 
at 65 a cash value of $2,180. 

The company offers two new plans, 
30 pay life and family income term 
policy. The 30 pay life, with a mini- 
mum issue restriction of $2,500, is de- 
signed for those who have net cost in 
mind. Its rates will compare with 
many current regular whole life rates. 
The rate for $10,000 at age 35, for 
example, is $256.90. It can be written 
substandard through all tables. 


The new family income term policy 
is issued with tables of income and 
commuted value amounts. It can be 
written substandard through table 4 
and from 10 to 50 years. Minimum 
policy will be for $50 a month income. 
For example, annual rate for age 35, 
per $100 monthly income (or $18,540 
commuted value) on a 20 year plan is 
$87.40. It can be issued substandard 
through table 4. 

The company also now attaches 
the special investment rider to any 
$5,000 or larger policy on the whole 
life or higher premium plan, which 
permits the insured the option of pur- 
chasing additional income by paying 
extra sums at retirement to be applied 
with policy cash value and secure in- 
come under settlement option. The ri- 
der is designed to provide a “hedge” 
against low interest rates at retirement 
for those who prefer to buy life insur- 
ance for protection and accumulate 
through some other form of invest- 
ment. 

Also available are mortgage term 
riders to be written with whole life 
or other base policies to cover mort- 
gages from 10 to 30 years and which 
can be issued substandard through 
table 4. 

The company will now accept regu- 
lar and surplus line brokerage on all 
ordinary plans and will develop plans 
for the extension of brokerage service 
through its sales coordinator at the 
home office. 


Would Lift $5,000 
N.Y. SBLI Ceiling 


NEW YORK—President Earl B, 
Schwulst of the Bowery Savings bank, 
New York City, urged fellow members 
of the New York State Savings Banks 
Assn. at their annual meeting to seek 
elimination of the statutory $5,000 per 
life ceiling on savings bank life insur- 
ance. He doesn’t consider SBLI compe- 
titive with the agency brand, but said 
that even if it were there would be no 
reason why the law should “protect” 
the latter. 

“That kind of law is not in the public 
interest and I do not believe that in 
the long run it is in the interest of 
agency insurance,” he said. Practically 
every wage-earner now can afford 
more than $5,000 of life insurance and 
needs the cheapest insurance he can get 
and he should be permitted to buy 
$10,000, $15,000 or $20,000 of this cheap 
life insurance if he wants it, said Mr. 
Schwulst. 

Mr. Schwulst said savings bankers 
ought to do more than they are doing 
in promoting the sale of life insurance. 
He urged a plan of cooperative adver- 
tising and promotion, on the ground 
that most savings bank life depart- 
ments are too small to do as effective 
a job as they should. 

Queried by THE NATIONAL UNDER- 
WRITER about the response to his sug- 
gestion for lifting the present $5,000 
ceiling, Mr. Schwulst said it would be 
something for the savings bankers to 
decide and he had received no indica- 
tion of the sentiment for or against the 
idea. He said that if the association 
should decide to go ahead with it and 


. life insurance people felt it might be 


detrimental, the best course would be 
for them and the savings bank leaders 
to confer with a view to determining 
what the best course, in the public in- 
terest, would be. 





Cannon to Little Rock 
for Southland Life 


Guy R. Cannon, field assistant for 
Southland Life, has been named man- 
ager of the Little Rock agency to suc- 
ceed Forrest Fuller, who resigned. 

Mr. Cannon joined Southland Life 
as an agent at Austin. He was named 
assistant in January, 1954, and has 
served the company in that capacity 
in several locations. Prior to his recent 
promotion he had operated out of the 
Fort Worth agency. 





Harmelin to Give Brokers’ Course 
Harmelin agency of Columbian Na- 
tional Life in New York city will con- 
duct a course of five lectures to pre- 
pare brokers for the Oct. 20 New York 
state life agents’ examinations. The 
course will begin Oct. 5 at the agency, 
50 Church street, New York city. 
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Cornett Explains Roles of Pre-Approach Letter, 
Opening, Presentation and Close in Selling A&éH 


Use of a good pre-approach letter, ‘an 
easy opening remark to the prospect, 
a carefully planned presentation with a 
strong lead story effectively illustrated 
py a diagram, and a readiness to close 
the sale as soon as the prospect ap- 

ars willing to buy were recom- 
mended to A&H agents by W. B. Cor- 
nett, A&H sales director of Prudential, 
in a talk before Newark A.&H. Agents 

An agent armed with the definite 
sales plan, conviction and enthusiasm 
cannot miss in the A&H field, Mr. Cor- 
nett said. 

The pre-approach letter should be 
designed more to provide a favorable 
reception when the agent makes the 

nal follow-up than to obtain re- 
sponses. The follow-up should be made 
soon after the prospect receives the 
letter. 

A good opening is: “What will you 
do when your income stops?” In fact, 
it is good in the beginning to make 
clear to the prospect that he is hearing 
something about which he must make 
his own decision. From the start, the 
prospect is placed in the position of 
giving an answer on whether or not 
he will buy. 

Mr. Cornett described a sales pres- 
entation which he has used effectively 
for many years. He draws a diagram 
on paper to show how accident or 
sickness may decrease the income and 
increase the expenses, digging into sav- 
ings and, when that money is gone, 
causing debt. He points out that bor- 
rowing money for accident or sickness 
is so prevalent that lending companies 
often cite unexpected bills as a reason 
for using their services. Also, he notes 








J. C. Bollinger to Fort Wayne 


for American United Life 

American Uni- 
ted Life has ap- 
pointed John C. 
Bollinger manager 
at Fort Wayne, 
Ind. Mr. Bollinger, 
who was an agen- 
cy assistant at the 
home office for six 
years, has sérved 
as president of 
Fort Wayne Life 
Underwriters 
Assn. 


Midland Mutual Parley 


The last of three 1955 Regional 
Meetings was conducted by Midland 
Mutual Life at Los Angeles. California 
agents attended. 

Business sessions featured A&H 
policies and ways in which increased 
activity can produce better results 
for the agent. Subjects covered in- 
cluded A&H product information, 
sales promotion and selling methods; 
the use of direct mail; effective ap- 
Proaches; clientele building; and 
underwriting. 





John C. Boll 





Chicago Trust Council 
to Hear Johnson Oct. 18 


Chicago Life Insurance & Trust 
Council will hold its first luncheon 
meeting of the season at the Morrison 
hotel, Oct. 18. Speaker will be George 
E. Johnson, president of Variable An- 
nuity Life of Washington, D. C. 





Group Supervisors Meet 


T. M. Welch of the employe relations | 


department, Standard Oil Co. of New 
Jersey, addressed New York city 
Group Supervisors Assn. 


that a person may turn to relatives, 
friends or charity for aid. 

He then points to his A&H policy as 
the common-sense way of taking care 
of the situation when the income stops. 

During this presentation, an applica- 
tion should be kept ready, folded down 
to the questions about health, Mr. Cor- 
nett said. Saying nothing about the 
application, the agent should choose 
the right time to tell the prospect that 
the first thing to learn is whether he 


can qualify for protection. Then, the 
agent asks somé health questions from 
the chart to determine whether the 
prospect is eligible or not for coverage. 
An easy way to get into the questions 
on the application is to say: “Let’s see 
if you can qualify by checking on this 
health chart.” 

If the answers are satisfactory, the 
agent should ask: “Are you sure how 
long you can say ‘no’ to these ques- 
tions?” He then should point out that 
some day the prospect will not be able 
to qualify for protection against cur- 
tailed income. 


As the interview proceeds, Mr. Cor- 
nett advised, answer any of the pros- 
pect’s doubts by going back to addi- 
tional policy coverages not mentioned 
in detail at the outset and keep going 
back to the health chart as a pre- 
liminary toward the application. 

He suggested that the agent should 
deliver the check in all claim cases. 
Every claim payment should provide 
at least three referred leads, out of 
which at least one sale should be pos- 
sible. The personal delivery fills the 
agent with conviction and enthusiasm 
for the sale of his A&H policies. 





PLANT YOUR ELECTRONIC SEED WITH IBM NOW 


--- watch insurance data processing efficiencies grow! 





Your shift to the electronic processing of insurance 
data is immediately rewarding and smoother when 
you use IBM equipment. 

Whether you are large or small, you can start now— 
with the equipment you have. With IBM punched 
card equipment and guidance, you cut duplication, 
consolidate files ... weed out inefficiencies. Then, when 
you re ready, you make the big switch to IBM electronic 
data processing . . . and watch the efficiencies grow! 


Something exciting happens. As you watch—the 
fabulous electronic memory of the data processing 
machine (either an IBM 650 or IBM 705) soaks up 
facts by the thousands—computing dividends, figuring 
agents’ commissions, processing cash surrender values! 
As it takes over one job after another—producing 


answers and printing reports with unbelievable speed 
and accuracy, something exciting happens . . . to you! 


The very nature of the machine’s huge memory capac- 
ity, its high-speed input-output, its computing ability 
blended with your intimate knowledge of insurance 
suggests new ideas . . . ideas like the ones insurance 
experts and IBM research men are working on at this 
very moment: the complete consolidation of files to 
determine status direct from the processing document. 


You can rely on advanced IBM developments in equip- 
ment and their applications to the life insurance busi- 
ness to keep these efficiencies growing! For complete 
facts call your local IBM representative, or write: 
LIFE INSURANCE DEPT., Internationa] Business 
Machines Corp., 590 Madison Ave., New York 22, N. Y. 
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Union Central Life 


Names Peterson V-P 


Clarence L. Peterson has been 
elected a vice-president of Union Cen- 
tral Life. Mr. Pet- 
erson has been for 
many years vice- 
president and gen- 
eral counsel of 
Ohio State Life 
and has resigned 
as an officer, a di- 
rector, and com- 
mittee member of 
that company ef- 
fective Oct. 15th, 
when he will join 
Union Central. 

Prior to joining 
Ohio State in 1929, Mr. Peterson was 
with Travelers. He has been active 
in the law committees of both Ameri- 
can Life Convention and Life Insur- 
ance Assn. of America, presently serv- 
ing as secretary of the legal section of 
ALC, chairman of the uniform laws 
committee of ALC, and state legisla- 
tive chairman of Ohio for the H. & A. 
Underwriters Conference. He is a 





C. L. Peterson 


member of the joint practice of law 


committee and joint sub-committee on 
federal taxation of ALC and LAA. He 
also serves as a member of the Na- 
tional Conference of Lawyers and Life 
Insurance Companies, the legal com- 
mittee of H.&A. Underwriters Con- 
ference, and the legal committee of 
the Joint Committee on Health Insur- 
ance. 


G. B. Tracy Joins J&H 


as a Vice-President 


Gerard B. Tracy has joined Johnson 
& Higgins, insur- 
ance brokers and 
employe benefit 
plan consultants, 
as a vice-president 
in charge of the 
individual life in- 
surance depart- 
ment. He was for- 
merly manager of 
the midtown agen- 
cy of Prudential in 
New York City. 
He was formerly 
editor of the Bul- 








» 


letin, publication 
G. B. Tracy of New York Life 
Underwriters Assn. He is a CLU. 





First Day Agenda Set 
for LLAMA Annual 


Current legislative activity as it 
affects life insurance will be the first 
topic of discussion at the annual meet- 
ing of LIAMA in Chicago Nov. 8-11. 

Eugene M. Thore, general counsel 
of Life Insurance Assn. of America, 
and Claris Adams, executive vice- 
president and general counsel of 
American Life Convention, will pre- 
sent a legislative forum Tuesday morn- 
ing at 10, with Frank F. Weidenborner, 
agency vice-president of Guardian 
Life, as moderator. 

The traditional fellowship luncheon 
will be held Tuesday noon, followed 
by the first general session, with 
Robert H. Denny, vice-president of 
State Mutual, presiding. LIAMA Presi- 
dent R. R. Davenport, vice-president 
and agency director of Southwestern 
Life, will be the keynote speaker. His 
topic is “Principles—The Basis for 
Sound Operation.” 

E. J. Faulkner, president of Wood- 
men Accident & Life, will speak 
Tuesday afternoon on the dynamic 
equilibrium of personal insurance. Also 
that afternoon the nominating com- 
mittee, headed by Robert B. Coolidge, 
vice president of Aetna Life, will make 
its report. 

A reception is planned for Tuesday 
evening to be followed by separate 
dinners for LIAMA’s agency manage- 
ment conference and combination 
companies groups. 








C. E. Mahaffey Retires 


Clayton E. Mahaffey, associate man- 
ager of Mutual Benefit Life’s nation- 
al farm loan office at Ames, Ia., has 
retired after 39 years of company ser- 
vice. 

Mr. Mahaffey in 1916 joined Bartlett 
Brothers Land & Loan Co., Mutual 
Benefit financial correspondent in St. 
Joseph, Mo. He was named manager 
when Mutual Benefit opened a farm 
loan branch office in St. Joseph in 
1936. He has been associate manager 
since the national farm loan office was 
established in Ames, supervising Mis- 
souri, Kansas and Nebraska accounts. 

Mr. Mahaffey will become president 
of First Federal Savings & Loan Assn. 
in St. Joseph. 








This is the seventh of a series of advertisements 
about Kansas City—and Kansas City Life. 


It’s Royal Week in Kansas City 


Merin Joins Guardian 

- ee Guardian Life 
has appointed Ar- 
thur J. Merin 
manager of the 
company’s Albany 











It’s “Royal Week” in the Heart of America! It’s the week when Kansas 
City pays tribute to the great livestock industry with the most colorful 
and traditional livestock exposition of ’em all—the American Royal! 


Community leaders become cowboys for a week. The emblem of the 
famous Saddle and Sirloin Club is everywhere—and its members extend 
the friendly greeting that is typical of a growing area’s progressive spirit. 
* a * * * 

Visitors to Kansas City during Royal Week find something “special” 
here—something fine—a special brand of friendliness. 

And the spirit of this friendly cosmopolitan city is reflected by the more 
than 2,000 men and women who represent Kansas City Life Insurance 
Company in 39 states and the District of Columbia. It has won them 
the —_- of their neighbors and success in business as insurance 
counselors. 


KANSAS CITY LIFE INSURANCE CO. 


Broadway ot Armeur, Kansas City, Missouri 
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agency. He enter- 
ed insurance with 
Berkshire Life at 
Albany in 1947 
and was with that 
company until he 
joined Guardian. 
He is a CLU. 





“Arthur J. Merin 





Name Policy Analyst in Pa. 


Vincent Raba, who has been with 
the investigative and claims section of 
the Pennsylvania department of public 
assistance, has been named chief A&H 
policy analyst of the Pennsylvania de- 
partment. He succeeds the late Earl 
Lollo. Later there will be named a life 
policy analyst, also a duty of the late 
Mr. Lollo. 

Mr. Raba has a legal background and 
is a graduate of the Temple law school. 


N. W. Wis. Group Elects 


Ralph Seaforth is the new president 
of Northwest Wisconsin Assn. of A.&H. 
Underwriters. Other officers elected at 
the annual meeting at Eau Claire are: 
Vice-president, Jack Haskins; secre- 
tary, Alton Lewis, and treasurer, Nor- 
man Crowe. 





——. 


Fox Named Chairman of | Pi 


M 


No. American Accident | 

Jacob L. Fox, a director of North 
American Accident since 1935, has 
been elected chairman of the company, 

Mr. Fox has been a member of the 
law firm of Brown, Fox, Blumberg & 
Markheim and its predecessors since 
1913. He has specialized in insuranee 
and banking law and contributed num. 
erous articles to legal journals. 

In 1921, Mr. Fox became counsel to 
the late Alfred E. Forrest Sr., president 
and founder of North American Ac. 
cident. He later served as counsel for 
the Forrest family and was named 
executor of Mr. Forrest’s estate when 
he died last June. 





Names Field Advisers 


Life of Virginia has appointed as the | 
combination field advisory committee | 
J. J. Benson, Cincinnati, J. A. Kollegge, 
Anderson, Ind., L. C. Moore, Peters. 
burg, Va., T. W. Orr, Kinston, N. ¢, 
W. J. Sanders, Chester, S. C., A. § 


Stearman, Miami, P. P. Palisi, New 


Orleans, T. L. Pinkerton, Atlanta and 
John H. Stewart, Pontiac, Mich. 


State Mutual of Georgia is building 
a new home office in Rome which it 
expects to occupy in eight months, 





A CENTER FOR LUTHERAN ACTIVITY 





LUTHERAN BROTHER- 
yi HoOoD’s new Home 
wm = Office building, soon 
4 to be completed, is 

a special point of 
interest for the 365 
delegates attending 
the Quadrennial 
: ., General Convention 
F of LUTHERAN BROTH- 

ERHOOD meeting in Minneapolis Oct. 12, 1955, 


LUTHERAN BROTHERHOOD operates under 
a representative system whereby delegates, 
elected by the Local Branches of LUTHERAN 
BROTHERHOOD, are sent to the General 
Convention. These delegates, from 31 states, 
the District of Columbia and Canada, elect 
the Directors of LUTHERAN BROTHERHOOD 
and determine its operating policies. 


The new Home Office building will provide 
not only adequate office space for LUTHERAN 
BROTHERHOOD but also has been planned as 
a center for Lutheran activity. Among other 
features of the building are an assembly hall 
where groups may meet, a dining room, and 
the Martin Luther Library — all available 
to Lutheran church groups. 


Life Insurance in Force, Over $600,000,000 








Lutheran Brotherhood 





LIFE INSURANCE FOR LUTHERANS 
CARL F. GRANRUD, President 
608 Second Ave. So. * Minneapolis, Minn 





MANAGEMENT 
CONSULTANTS 


O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 


Established 1945 


P. O. Box 101 Queens Village, N. Y. 
Phone — Hollis 4-0942 




















BANK LOANS 
ON VESTED 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 


UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 
340 Pine Street, San Francisco 4, California 

Southern California & Arizona Branch Office 
9935 Santa Monica Bivd., Beverly Hills, Calif. 
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Personnel Changes 
Made by Travelers 


Twelve changes in personnel have 
been made by Travelers. 

William H. Bur- 
ling, Harold L. Eg- 
ger and John R. 
Haley were ap- 
pointed secretaries 
of the group de- 
partment; William 
F. Robotham was 
named assistant 
secretary of the 
accident depart- 






; r . ment and John D. 
las. Parker Jr. was 
vIN made superintend- 
‘William H. Burling ent of group sales. 


In managerial changes in life, A&H 
lines Harold B. Bullenkamp, who has 
been manager at the Robinson branch 
office, New York City, goes to Brook- 





Wm. F. Robotham H. B. Bullenkamp 


lyn in the same capacity, and Erwin 
R. Wilkinson, who has been manager 
at Brooklyn, goes to Hempstead, N. Y., 
as manager, succeeding William F. 
Roberts, named brokerage manager at 
Brooklyn. 

H. Curtis Reed will be associated 
with Vice-president William N. Seery 
of the group department, functioning 
in the field division in the development 
of an enlarged sales program; David A. 
Cooper becomes regional supervisor in 





E. R. Wilkinson John D. Parker 
the group sales unit, and George E. 
Doyle and David C. Sargent were 
named district supervisors in the same 
unit. 

Mr. Burling, with Travelers since 
1926, has been assistant secretary of the 
group department since 1947. Mr. Eg- 
ger, assistant secretary of the group 
department since 1954, joined Travel- 
ers in 1928. Mr. Haley has been with 
the company since 1921 and assistant 
group department secretary since 1950. 
Mr. Robotham, an underwriter since 
1943, joined the accident department in 
1926, while Mr. Parker has been with 
the company since 1937, and assistant 
ee of group sales since 

Mr. Bullenkamp has been with Trav- 
elers since 1942, Mr. Wilkinson since 
1929 and Mr. Roberts since 1926. Mr. 
Reed, who has served most recently as 
Superintendent of the training, sales 
research and promotion division of the 


life, A&H agency department, joined 
the company in 1946. 

Mr. Cooper, with the company since 
1946, has been in the group sales pro- 
motion unit since 1948; Mr. Doyle, who 





John R. Haley 
has been in the office group sales pro- 
motion unit since 1950, has been with 
the insurer since 1938, the same year 
Mr. Sargent joined the company. He 
has been in group sales since 1951. 


Harold L. Egger 





Conn. General Names 4 


Connecticut General Life has ap- 
pointed Marvin H. Pope assistant dis- 
trict group manager at Chicago and 





David A. Frink, Herbert Abrams and 
James E. Pangburn group pension rep- 
resentatives in Cleveland, New York 
City and Philadelphia, respectively. 
Mr. Pope, who joined the company 
in 1949, has been district group man- 
ager in the Seattle brokerage office. 
Mr. Frink, with the company since 
1953, has been group pension repre- 
sentative in New York City. Mr. 
Abrams and Mr. Pangburn, who joined 
the company in 1954, have been on the 
group pension staff at the home office. 


State National Life 


Reduces Term Rates 


State National Life has reduced its 
rates for five and 20-year term poli- 
cies. The conversion periods are for 
three and eight years, respectively, and 
the minimum policy remains at $5,000. 








Seek to Halt Merger 


of 3 Ala. Companies 


Judge Grayson of the circuit court 
in Mobile has ordered a hearing on a 
petition to stop the merger of Pan- 
Coastal Life of Mobile with Emergency 
Aid Ins. Co. of Elba and Confederate 
States Life of Birmingham. 

Vincent Kilborn, Mobile attorney 
and minority stockholder of Pan- 


Coastal Life, filed the petition against 
President George C. Wilkinson of Pan- 
Coastal Life, and others. Mr. Kilborn 
asked that Mr. Wilkinson and Pan- 
Coastal Life be restrained from voting 
any stock of Emergency Aid, from 
splitting its authorized stock and from 
merging with Confederate States Life. 
Gov. Folsom and other stockholders of 
Emergency Aid have received a tem- 
porary injunction from Judge Battles 
of the circuit court at Cullman. 





Fla. Names Auditor for 


National Union Books 


Insurance Commissioner Larson of 
Florida has hired an accounting firm 
to audit the books through Sept. 30 of 
National Union Life. 

The commissioner has ordered Na- 
tional Union Life to stop advertising 
which describes it as a Florida compa- 
ny. The company has disputed Larson’s 
charge that it actually is incorporated 
in Alabama. The company says it has 
moved its main office to Miami, keep- 
ing only a “shell” office in Birming- 
ham to comply with Alabama laws. 





A recognition dinner was held for 
Hanford Bergman on his 30th anniver- 
sary as a Toledo general agent for 
Midland Mutual Life. 





OF 


contracts, 


depth in the field. 





MATTER 
BALANCE 


For success in business, 
every phase of opera- 
tions must be balanced. 


Balance is the keystone 
of Central Standard’s 
new sales philosophy ... 
new lifetime renewal 
new field- 
tested sales aids, new su- 
pervisory program, new 


punted (905 — 


211 W. Wacker Drive 


Write, phone or wire C. L. Gsell, Agency Vice President 


CENTRAL STANDARD LIFE 


INSURANCE COMPANY 


Chicago 6 
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SIXTY YEARS 
in the 
UNITED STATES 





Sixty years ago the Sun Life of 
Canada opened its first United States 
branch office in the City of Detroit. 
Over the years Sun Life service has 
been extended into 41 states, until to- 
day the Company maintains branch 
offices in dozens of key centers with 
agency representation from coast to 
coast. 


One of the foremost life companies 
of North America, Sun Life has over 
$6 billion of life insurance in force, 39% 
of which protects policyholders in the 
United States. Since organization, the 
Company has paid out over $2,866 
million in benefits to its policyholders 
and their beneficiaries. 


1895-1955 


Branch Offices in: 


Atlanta, Ga. 
Baltimore, Md. 
Boston, Mass. 
Burlington, Vt. 
Canton, Ohio 
Chicago, Ill. 
Cincinnati, Ohio 
Cleveland, Ohio 
Columbus, Ohio 
Davenport, lowa 
Denver, Col. 
Detroit, Mich. 


Grand Rapids, Mich. 


Greensboro, N.C. 
Honolulu, T.H. 
Houston, Texas 
Indianapolis, Ind. 
Jacksonville, Fla. 
Kansas City, Mo. 
Lansing, Mich. 

Los Angeles, Cal. 
Louisville, Ky. 
Memphis, Tenn. 
Miami, Fla. 
Minneapolis, Minn. 
Nashville, Tenn. 
New Haven, Conn. 
New Orleans, La. 
Newark, N.J. 
Oakland, Cal. 
Peoria, Ill. 
Philadelphia, Pa. 
Pittsburgh, Pa. 
Portland, Me. 
Portland, Ore. 
Providence, R.I. 
Richmond, Va. 
San Francisco, Cal. 
Seattle, Wash. 
Spokane, Wash. 
St. Louis, Mo. 
Washington, D.C. 
Wilmington, Del. 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


HEAD OFFICE ® MONTREAL 











. + + @ reputation earned by Central Life’s con- 
sistently excellent record of Safety, Service and 


Strength through six decades. 


. + + @ reputation maintained by Central Life’s 



















progressive leadership. 
Over $400 Million in force. 
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year with other parts to follow in 
successive years. 


Accepts Consent Order 


_—— 


claims concerning the duration of pol. | 
" 4 icies, the number of accidents ang | 
Benefit Home Office sicknesses covered, the nature and ex. | 

tent of cash benefits, health require. | 


for Six Months ments and the date coverage begins, 


Robert C. Gilmore Jr., former presi- the FTC stated. ‘ 
dent of National Assn. of Life Under- _,The order represents FTC’s adoption 
writers and for Of an initial decision by FTC Exam. 
many years dis- iner Cox approving the consent agree- 
trict agent of Mu- ment. 
tual Benefit Life Acceptance of the order does not 
at Bridgeport, Constitute an admission by the com. 
Conn., has been pany that it has violated the law as 
called to the home Charged in the complaint, the FTC 
office under a six ¢xpPlained. 
months’ leave of 
absence from his 
regular field ac- 
tivities to serve as 
2 special field con- 
sultant. He began 
his new _ duties 
‘Monday. 

Mr. Gilmore will 
continue to live at Easton, Conn. Dur- 
ing his absence the Bridgeport office 
will be maintained by associates of the 
Woods agency of Hartford, under 
which the Bridgeport district office 
operates. 

In accepting the special appointment, 
Mr. Gilmore said he felt an obligation 
to accept this call to duty from the 
company with which he started his 
life insurance career in 1935 and with 
which he has been connected ever 
since. In addition to his life insurance 
sales work, Mr. Gilmore has been ac- 
tive in many community service or- 
ganizations in Bridgeport during the 
last 20 years. He was elected NALU 
president at the Cleveland meeting in 
1953. He is widely known in the busi- 
ness as a speaker and while president 
of NALU he visited local associations 
in virtually every. state. 


Manhattan 3-Month Sales 
Set $40 Million Record 


Richard M. Grosten agency of Man- 
hattan Life in Los Angeles took first 
place in ordinary and group sales in 
the 3-month annual campaign honor- 
ing Chairman J. P. Fordyce. 

The campaign resulted in sales total- 
ing $40 million, the best 3-month per- 
iod in history. Ordinary totaled $23 
million, up $7 million. Group totaled 
$16 million. Ordinary sales in August 
were $9,001,575, largest month in his- 
tory. 

James G. Ranni, New York, and 
Kelley-Baum, Detroit, were second 
and third agencies, respectively, in 
campaign volume. Charles Edwards 
agency, New York, was second in 
group sales. 

Division winners were  Grosten 
agency, first division; E. Donald 
Fuerst agency, Pittsburgh, second 
division; Frank V. Gilbert agency, 
Jamaica, N.Y., third division; Bart M. 
Rogers agency, Passaic, N.J., fourth 
division; and George P. Stangle agency, 
Hartford, fifth division. 


Gilmore to Mutual 





















































R. C. Gilmore Jr. ve 


In Pacific Mutual’s 
SELECTION Process 


helped Arthur K. 
Coty (Los Angeles) 
determine that he 
could succeed, and 
opened the way for 
his meteoric rise to | 
top rank standing 
in the Big Tree | 
Leaders Club with- 
in his first year, and | 
to production lead- 
ership of the W. W. 

Stewart General 
Agency—one of 
Pacific Mutual’s 
foremost — in his 
third year. 


Quality 
is the dominant 
objective in all of 
Pacific Mutual field 
procedures. 














LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 


San Antonio CLU Hears 


Insurance Professor 


Loren E. Hancuff, professor of insur- 
ance and business law at Trinity uni- 
versity, San Antonio, addressed a re- 
cent meeting of San Antonio CLU. 
Julius Stein, who introduced the 
speaker, said Trinity plans to offer 
courses in insurance for an adult group 
not interested in college credit. Part 
A of CLU work will be offered one 








Beneficial Standard 


Beneficial Standard Life of Los An- 


geles has accepted a consent order of 
federal trade commission and agreed 
to cease advertising its A&H insur- 
ance in a manner the comnaission had 
charged was false. This is the third 
company to agree with FTC on a con- 
sent order. The order prohibits false 





LIFE Since 1868 « ACCIDENT Since 1885 
SICKNESS Since 1904 = RETIREMENT PLANS Since 1919 
GROUP INSURANCE Since 1941 
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Sees Specialization 
as Crux of Problem 
of Teenage Employe 


Crux of the problem with teenagers 
in their first insurance job is the “de- 
grading aspect of minute specializa- 
tion,” Charles W. V. Meares, personnel 
vice-president of New York Life, said 
at the annual meeting of Life Office 
Management Assn. in Chicago. 

When procedures are made too rou- 
tine, they deny individual ability and 
can be a “prodigal waste of man- 
power,” Mr. Meares declared. Exces- 
sive devotion to simple repetitive tasks 
pelittles our educational system and 
slanders our American youth. Also, it 
is questionable that “thin slicing of 
jobs into routine procedures” is really 
efficient. Although specialization is 
necessary in insurance, as in all busi- 
ness, it can become too routine and too 
impersonal, he added. 


Many supervisors yearn for the 
“good old days” when young people 
seemed more stable, more content with 
their jobs and less apt to complain or 
look for something better, he said. This 
“indulging of fancy’ does not solve 
the problem of the first-job termina- 
tion rate which has more than doubled 
since 1940. It is “unrealistic thinking” 
that can be disastrous to the life indus- 
try which depends on recent high 
school graduates to handle a large 
volume of the routine work. Probably 
no other business has such a large 
amount of clerical work that lends it- 
self to a scientific breakdown into 
routine jobs, he said. 

The teenager’s important first job 
in insurance should be made more at- 
tractive and stimulating. Liberal em- 
ploye benefits, well planned recreation 


* programs, good working conditions, and 


other incentives are useful but are only 
a partial answer. 

‘I am firmly convinced that the 
young men and women of today are 
superior in education, ambition and 
initiative too those of the older genera- 
tion. They demand and they should 
have variety and a sense of responsi- 
bility in their jobs.” 


Many older supervisors, citing the 
smaller labor turnover of the 1930s, 
say “coddling” of employes has made 
this problem worse. This argument 
can be rebutted effectively by noting 
that prosperity has expanded our pro- 
ductive economy faster than the birth- 
rate, creating a “buyers market” for 
prospective employes. Technological 
changes will ease somewhat the urgent 
demand for labor. 

A crucial problem in life insurance 
is the individual personal relationship 
between the supervisor and the new 
teenage employe, Mr. Meares said. He 
advised supervisors to: be optimistic 
about the young people of today; be 
patient during their adjustment period 
between school and job; be imaginative 
in devising ways to make the job more 
interesting; and be reasonable by not 
expecting too much or too little. A 
supervisor’s performance will stand or 
fall on his success as an instructor and 
counselor. 

Mr. Meares said his own experience 
at New York Life has shown that 
“even from an efficiency point of view, 
a young employe will respond much 
better if she is taught as many opera- 
tions within her department as she can 
assimilate and that she be given com- 
mensurate responsibility as her skills 
increase”? Even in mostly routine op- 


erations, the work has been made more 
interesting by combining several allied 
jobs into one and giving the employe 
greater scope and responsibility. There 
is a point in systems and procedures 
beyond which efficiency, morale and 
output diminish in direct proportion to 
the decreasing responsibilities of the 
job, he said. 

Those who supervise first-job teen- 
agers must initiate them into their 
first responsibilities as wage earners 
and see to it that they are given every 
opportunity for character-building 
growth in the job. 


atte 


THE 


ODDS ARE 16 TO 1! 


Manhattan Life Record 


During Manhattan Life’s campaign 
honoring Chairman J. P. Fordyce, 
Grosten agency, Los Angeles, led in 
paid ordinary production and group 
sales. Second agency in volume was 
Ranni, New York City, and third was 
Kelley-Baum, Detroit. The Edwards 
agency, New York City, was second 
nationally in group sales. 

Paid ordinary business exceeded $23 
million, a new record. In addition 
there was more than $16 million of 
paid group. August brought the largest 
single month of ordinary paid-for 
business with a total of $9,001,575. 


sy 


For every home lost by fire, 16 are exposed 
to loss through the death of the home owner! " 


At Spokane for Great-West 


Donald B. Reed, Wenatchee, Wash., 
representative for Great-West Life, 
has been named manager at Spokane 
and will serve eastern Washington. 





Peirce to New Brokerage Post 

Mutual of New York has appointed 
E. Herbert Peirce to the new post of 
brokerage manager at Philadelphia for 
all lines of personal insurance. 

Mr. Peirce left the teaching field in 
1933_ to join Mutual at Wilmington 
and Philadelphia. He held training and 
supervisory posts before his promotion 
to manager at Providence in 1942. 


Bly 





John Hancock announces new low cost 


mortgage redemption plans 


It’s today’s guarantee that your 


Today’s greatest hazard of home-ownership is not fire .. . not storm 
... but the possibility that you, as head of the family, may not live 
to pay off the mortgage! To protect your wife and loved ones—to make 
sure they’ll own their home free and clear no matter what happens to 
you—John Hancock now offers you its Mortgage Redemption Plans 


at new low cost! 


Secret of this John Hancock new low cost is a sweeping simplifica- 
tion and modernization of life insurance procedures .. . a program 
designed to bring greater life insurance protection to all. 





| This John Hancock message 
| appears in TIME « NEWSWEEK | 
L 


ees i . See your John Hancock Agent now. 
| 
| 


Ask him to show you the NEW LOW 
COSTS now available through John 
Hancock. See the economies that make 
it easier to have the life insurance 
you’ve always needed... and wanted! 





MUTUALYJLIFE 


family will not lose its home by 


foreclosure. 


If you live to pay off the mortgage, 
your John Hancock policy gives you 
many attractive features, including 
the Retirement Income you’ve 


always hoped to have. 
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N. Y. Gives Opinions 
on Law on Occupancy 
and Real Property 


The New York department has noti- 
fied domestic insurers that its counsel 
has given an opinion on the construc- 
tion of sections of the insurance Iaw 
concerning real property and occupan- 
cy. 

The opinion, on paragraphs (a) and 
(b) of subsection 7 of section 81 is that 
the occupancy by a company of more 
than 10% or 10,000 square feet, which- 
ever is the lesser, of the usable space 
in any building owned by it constitutes 
use for the purpose and in the manner 
set forth in the paragraphs, as the case 
may be, and requires the approval of 
the superintendent. 


The occupancy by a company of less 
space will not preclude a determina- 
tion that the building is being so used 
if the primary purpose of the company 
in acquiring or holding such building, 
as evidenced by factors other than the 
company’s use of space, is use of the 
building for the purpose and in the 
manner set forth in the paragraphs. 

The department’s construction of the 


sentence in the last paragraph of the 
subsection, which reads—no real prop- 
erty shall be acquired by any domestic 
insurer pursuant to paragraphs (a), 
(b), (d) or (e) of this subsection ex- 
cept with the approval of the superin- 
tendendent—is that any addition or 
expenditure made in any calendar year 
in respect to any existing building 
which, according to recognized princi- 
ples, should be capitalized and which, 
when added to the aggregate of all 
such additions and expenditures previ- 
ously made during the same calendar 
year, exceeds an amount equal to 50% 
of the book value of the building, 
whichever is greater, requires the ap- 
proval of the superintendent. 





Name Breidenbach at Akron 

Connecticut Mutual Life has opened 
an office at 11 South Forge street, 
Akron, with Frederic R. Breidenbach 
as district agent in charge. 

Mr Breidenbach joined the company 
at Detroit in 1950. He has been agency 
assistant at the home office since 1953. 
As head of the Akron district office, 
he will be associated with the Harry 
H. Kail agency at Cleveland. Ernest R. 
Lawrence and Kenneth G. Virtue, 
both of the Kail agency, will be con- 
nected with the new office. 





j 
i 
i 
j 
| 
j 


the plan to fit the man — in business 
i 


“the 


Y y 


MERCHANT 





CHIEF 


SINCE 1887 


business special’ 


Bankers Life of Nebraska 
offers this preferred low 
rate plan especially designed 
to fit the man in business. 

A $10,000 minimum policy 
with very competitive premium 
rates, high cash values and 
an excellent dividend scale. 
It is just one of a complete 
line of top policies offered 

by Bankers Life of Nebraska 


Bankers Life 
‘23u22%¢' Of Nebraska 


HOME OFFICE @ ‘LINCOLN 


les ci Gas Gabe dle sit cae, ca 





Seven Training 
Assistants Named 
by Mutual of N.Y. 


Mutual of New York has named sev- 
en training assistants who will join 
the home office field training staff. 

They are: Stuart Goldsmith, with 
the company since 1951 and assistant 
manager at Detroit since 1953; Philip 
H. Oxnam, assistant manager at Al- 
bany, N.Y., since 1954 and with the 
company since 1952; Roland G. Robin- 
son, with the company since 1939 and 
assistant manager at San Diego since 
1951. 

Also, Julian L. Spencer, since 1953 
assistant agency manager at Charles- 
ton, W. Va., and who joined the com- 
pany in 1952; John A. McCole, who has 
been with the Scranton agency in Wil- 
kes-Barre since 1952; C. Donald Claw- 
son, who has been State Mutual Life 
agency supervisor at Chicago since 
1954, and Charles F. Pflugfelder, with 
the Richard E. Myer agency, New York 
City, since 1947 and assistant manager 
since 1949. 





United Mutual Names Two 

United Mutual Life of New York has 
appointed Calvin F. Vismale agency 
director and Philip G. Kane assistant 
agency director. Mr. Vismale, who 
joined the company in 1950, has been 
manager of the ordinary life depart- 
ment of the Holgreen agency in the 
Bronx. He is a CLU. Mr. Kane joined 
the company in 1950 and has been on 
the agency staff. 





Fluegelman Moves to New Offices 

The David B. Fluegelman agency of 
Connecticut Mutual Life in New York 
city has moved from 6 East 45th street 
to larger quarters in the Canadian- 
Pacific building at 342 Madison avenue. 

The agency occupies the 11th floor in 


— 


air-conditioned, modern offices espegi. 

ally designed to meet its needs. Friends 

have been invited to visit the new 

quarters and have been advised to seng 

— premium notices to the new aq. 
ess. 


John Hancock 25-Year Club 
Elects Peirce at Dinner 

More than 20,000 years of combine 
experience with John Hancock were 
represented at the company’s Quarter 
Century Club dinner at Boston, Six 
hundred members of the home office 
attended the dinner, at which Pregj. 
dent Paul F. Clark was host and prin- 
cipal speaker. To each of 64 employes 
who qualified for membership this 
year, Mr. Clark presented a silver 
Paul Revere bowl. 

New officers of the club are James 
A. Peirce, president; Walter A. Wall- 
strom, vice-president; Evelyn M. Cro- 
nin, secretary; and C. Henry Morse 
and Dorothy C. Hill, directors. 


CLUs Organize in North N. J. 

American Society of CLU has or- 
ganized a northern New Jersey CLU 
chapter. Officers are: Harry Kaplan, 
manager of Metropolitan Life at Pa. 
terson, president; John M. Little, man- 
ager of Prudential at Paterson, secre- 
tary; and Jack Altshuler, Equitable 
Society, Paterson, treasurer. 











Associates Honor Benjamin 

Harold A. Benjamin, retired chief of 
the liquidation and conservation divi- 
sion of the California Department, was 
given a gift by his associates in the 
Los Angeles, San Francisco, Sacramen- 
to and San Diego offices of the depart- 
ment. The presentation was made at 
his home. 





Connecticut General L’fe has moved 
its regional office at Syracuse, N. Y., 
from 105 West Water street to larger 
quarters at 2126 Erie boulevard east. 
Douglas W. Clausen is manager. 











The Jamestown 
A Modern Accident 


Contract 


Atlantic representatives have found that 














ne 





the acceptance of The Jamestown by their 
clients is due largely to quality features which 
make the big difference. 

For example, it not only provides lifetime 
disability coverage but also double benefits in 
case of auto accidents or hospital confinement. 

There are many other important features, 
too. Result: Steadily increasing volume written 
by Atlantic representatives. 


AVE PAM CRD 


INSURANCE COMPANY 
HOME OFFICE: Richmond, Virginia 
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Standing of Cities on 


Home Insurer Premiums 


The statistical department of THE 
NATIONAL UNDERWRITER has compiled a 
listing of the first 25 cities in the 
United States as respects net premiums 
written by companies domiciled in 
those cities. Similar studies were 
printed by THE NATIONAL UNDERWRITER 
for 1945 results and for 1948 results, 
and a comparison of the standing of 
cities is included in the tabulation. 

The premiums are credited to the 
city in which is located the executive 
office of the company, and companies 
and insurers having a corporate or 
nominal offices other than at the ex- 
ecutive office have their business 
credited to the executive office city. 
There is no credit given a city for the 
companies located in its suburbs. Thus, 
in the case of New York City there is 
no reciprocal business shown because 
the reciprocals are located in the sub- 
urbs, and in Chicago there is no credit 
for the large companies located in 
Evanston and Skokie. 

A&H business is shown for the spe- 
cialty A&H companies and the A&H 
departments of life companies, but the 
A&H business of casualty insurers is 
thrown into the stock fire and casualty 
classification. Hospitalization includes 
Blue Cross and Blue Shield and other 
insurers writing hospitalization only. 

In the five years between 1948 and 
1954 the total premiums of companies 
in the leading 25 cities have increased 
66.5%, going from $11,479,303,516 to 
$18,360,362,037. 

There have been some interesting 
shifts in position in the ranking of the 
cities. It is noticeable that the deter- 
mining factor in the ranking appears 
to be A&H and fire and casualty 
business rather than life business, and 
in some cases automobile insurance or 
A&H insurance by themselves have 
been enough to cause a change in pos- 
ition. 

Los Angeles is now the seventh 
largest insurance city in the U. S., 
passing Baltimore and Milwaukee in 
the process. 

Dallas had a remarkable increase in 
premiums and becomes 10th in rank. 
It was in 16th place in 1948. Detroit 
moves up three positions to 12 (with 
A&H a contributing factor), and Co- 
lumbus goes from 20th to 14th (Nation- 
wide being the principal cause). 

The rise of State Farm has put 
Bloomington in the leader’s list. In 
1945 Bloomington was not among the 
25 leaders, and in 1948 it was 23rd. 

The two newcomers are Seattle, in 
21st place (with General of America 
group making the big contribution) 
and Fort Wayne, Ind., the home city 
of Lincoln National Life. 

The new cities that have been dis- 
placed from the leading 25 are Nash- 
ville and Providence. 

In the following table the current 
rank of the city is given ahead of the 
name, and following are the rankings 
in 1948 and 1945 respectively. 


1 NEW YORK CITY 1—1 


Stock Fire and Casualty . .2,093,029,146 
Mutual Fire and Casualty. 121,886,260 


ss Sey erring 191,707 
Accident & Health ....... 444,717,412 
Hospitalization .......... 150,424,421 
SUSE RC ES SRG Sate 3,030,575,256 
ES eae 8 2,919,890 
SEAR erie 5,843,744,092 

2 HARTFORD 2—3 


Stock Fire and Casualty ..1,455,162,252 
Mutual Fire and Casualty. 1,216,256 


Accident & Health ...... 253,851,438 
WRG eos hah he soa moines Ms 842,451,274 

MORNE ons cea aauans 2,552,681,220 
3 NEWARK 3—2 
Stock Fire and Casualty .. 240,837,443 
Mutual Fire and Casualty. 726,937 
Accident & Health ...... 102,390,350 
Hospitalization .......... 53,153,448 
Oe oh sre nc eacewxKeues 1,575,124,703 

MORAN 5 5 cats ratecwe wes 1,972,232,881 
4 BOSTON 4-4 
Stock Fire and Casualty .. 191,077,119 


Mutual Fire and Casualty. 346,894,479 


Accident & Health ...... 76,733,401 
Hospitalization .......... 62,597,778 
LATO Rie Bae 663,880,178 
Fraternal .....cccscceese 2,696,703 

GMI oo Saw co cates 1,343,879,658 
5 CHICAGO 5—6 
Stock Fire and Casualty .. 290,591,637 
Mutual Fire and Casualty. 166,058,314 
Reciprocal .............. 28,671,693 
Accident & Health ...... 237,706,751 
Hospitalization .......... 51,784,266 
LAL -SRRERRRR Sa RR penne ae 176,525,099 
BEGGENAE oo occ cccsceee 20,972,265 

GON oc hides cs cc nnnes 972,310,025 
6 PHILADELPHIA 6—5 
Stock Fire and Casualty .. 449,449,730 
Mutual Fire and Casualty. 13,759,009 
RECIPEOCAL. «2.0... cccccceses 349,659 
Accident & Health ...... 14,017,790 
Hospitalization .......... 32,906,418 
LAL Se Re RARE ee 206,917,147 
BRAtOENAP «oe 6cisesiesieie oes 3,224,403 

LO Ce ere 120,624,156 
7 LOS ANGELES 9-9 
Stock Fire and Casualty .. 117,837,711 
Mutual Fire and Casualty. 304,642 
Reciprocal ............6. 132,121,975 
Accident & Health ...... 106,169,524 
Hospitalization .......... 19,761,994 

NRG ek iva cheecude rence ne 133,467,769 

GD os coc cornerawie nose 509,663,615 
8 BALTIMORE 7—8 
Stock Fire and Casualty .. 379,328,016 
Mutual Fire and Casualty. 308,150 
Reciprocal .............. 103,325 
Accident & Health ...... 4,115,409 
Hospitalization .......... 16,546,732 

RS Peed Laws slenie so ee 50,911,198 
Byaterfial oo ok 6 is cciees's 8,884 

Lo | a me aor are ee 451,321,714 
9 MILWAUKEE 8—7 
Stock Fire and Casualty .. 10,216,557 
Mutual Fire and Casualty. 24,362,156 
Accident & Health ...... 7,800,427 
Hospitalization .......... 22,048,306 
1 Ai C SRP eet ree ome ar: 277,609,662 
Fraternal .......... is 4,719,484 

OMNES. we cee ces unecac 346,756,592 
10 DALLAS 16—17 
Stock Fire and Casualty .. 98,525,051 
Mutual Fire and Casualty. 20,675,865 
TCO oan wis Berd tid cleie:enie 5,440,036 
Accident & Health ...... 67,210,998 
Hospitalization .......... 20,425,649 
LATE She Re ee epee are 118,471,677 
Braternak. oo... 0scccesine 2,145,304 

TROON os 6's sca: sree. Swe eg 332,894,580 
11 SAN FRANCISCO 10—10 
Stock Fire and Casualty .. 233,457,951 
Reciprocal ...........00. 39,700,760 
Accident & Health ...... 3,300,368 
Hospitalization .......... 24,082,118 
LAT err a er 8,917,965 
BYatennal. « . .cecieiicccecs 278,575 

ROGGE. oad arcdiccdess 309,737,737 
12 DETROIT 15—19 
Stock Fire and Casualty .. 83,846,453 
Mutual Fire and Casualty. 43,259,280 
Reciprocal ..........ccsseccesseeeees 32,154,305 
Accident & Health ...... 5,547,918 
Hospitalization .......... 109,966,507 
ER are oe co ca tcie's see 5,975,560 
BVAIGENGD. oi... «:5.c/sr0 o crerateres 12,120,015 

BOG oie e.cicd sce communes 292,870,038 


(CONTINUED ON PAGE 21) 








Continuous research provides 
Continental agents and brokers 
with broader, better coverages 













Through the broadest, most complete range 
of AH & H underwriting, sales and service 
facilities available today...backed by a 
policy of continuous and progressive re- 
search...Continental enhances your ability 
to serve new and rich markets. 

These facilities expand your production, 
increase your earnings, give you new pros- 
pects and new policyholders for developing 
fire and allied lines, miscellaneous casualty, 
surety and other profitable lines. 


Now ...foday... 


Find out how Continental’s complete range of 
facilities...including world-wide reinsurance 
-..can help you build a more profitable 
business. Ask for current copy of AH&H 
Facilities Guide. Address Dept. 317 


Continental 
CASUALTY COMPANY 


310 S. MICHIGAN AVE. ¢ CHICAGO 4, ILL. 


ASSOCIATED COMPANIES: 
Continental Assurance Company e Transportation Insurance Company 
United States Life Insurance Company 


“America’s Department Store of Insurance” 
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American United Issues 


Underwriting Bulletin 


Current risk selection and medical 
underwriting information is reviewed 
by American United Life in a new 
bulletin, “The Home Office Under- 
writer,” which will be sent to anyone 
uted by readers. 

Written for life insurance officers 
handling classification and issue of new 
business, it will operate as a clearing- 
house for underwriting data contrib- 
uted by readers. 

The publication evaluates and con- 
denses information from books, other 
periodicals, speeches, and experience 
and has a format designed for filing 
and future reference. 


Lincoln Mutual L.&C. 


Names Riehm, Vickers 


Lincoln Mutual Life & Casualty has 
appointed John Riehm and Michael 
Vickers general agents at the home of- 
fice agency in Fargo. They were for- 
merly district agents in Watertown, 
S. D., for Midland National Life. 

Mr. Riehm joined Midland in 1952 
and Mr. Vickers in 1953. They were 
the company’s leading producers in 
1954 with a combined .volume of 
$1,363,000. 





Plan State Meeting of 
Cal. A&H Managers 


LOS ANGELES—A.&H. Managers 
Club of Los Angeles at its first fall 
meeting made plans for a state conven- 
tion of A&H managers clubs at Los 
Angeles Oct. 28-29. 

Speaker at the meeting was Harold 
N. Long, field consultant of the public 
safety department of Automobile Club 
of Southern California, who said 83% 
of automobile accidents are chargeable 
to motorists on vacation trips. In Los 
Angeles, 59% of the residents use their 
cars at earning a living, he said, and 
29% of the school children, nationwide, 
go to school in busses. 





Chicago A.&H. Association 
Holds Annual Golf Outing 


A record 51 starters braved an early 
morning shower at the annual golf 
tournament of the Chicago A.&H. Assn. 
held last week. 

Top golfer was Walter C. Kummerow 
of DeYoung-Kummerow with low gross 
of 79. He was paced by Charles F. 
Snyder of BARE with 80 and J. M. 
Fern with 81. 

Low net prizes went to A. A. 
Rose of Retail Credit 73; Richard A. 
Keller Jr. of Bankers Life & Casualty, 
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Still leading the parade... 


 GUARDIAN’S UNIQUE 


‘* MEDICAL 
EXPENSE POLICY 


It’s renewable for the lifetime 
of the insured and his spouse. 


Brokers who qualify may write this 
popular Major Medical plan for their 
For further information call 


your nearest Guardian office. 


A MUTUAL COMPANY—ESTABLISHED 1860 


The GUARDIAN 
Life Insurance Company OF AMERICA 


50 UNION SQUARE, NEW YORK 3, N. Y. 


MAJOR 








75, and Harold L. Bredberg of Bred- 
berg Reports, 75. 

Other winners were William G. 
Coursey of International Assn. of A&H 
Underwriters; Fred P. Gore of R. H. 
Gore Co.; Otto J. Elder of American 
Service Bureau, and Ernest Michna. 

Lee Hougland of Combined and John 
J. Quinn of Conklin Price & Webb 
competed for high gross honors. Mr. 
Hougland finished with 145 and Mr. 
Quinn with 141. 

In the blind bogey, it was Dan 
Marlowe of Provident, Jack Kratjewski 
and Jack Olson of Combined—winning 
in that order. 7 

Mrs. Maryland V. Hull of Zurich 
and Mrs. Lena H. Schnorr and Flora 
Coats, both of Kohler, Wis., took the 
bridge honors. 


Penn Mutual Names Gore, 
Hiller General Agents 


Penn Mutual Life has appointed 
George E. Hiller general agent at Chi- 
cago and John H. Gore general agent 
at Nashville, effective Oct. 1. 

Mr. Hiller, a CLU, succeeds Arthur 
A. Loeb and Charles B. Stumes, who 





George E. Hiller John H. Gore 


are retiring after 30 years as partner 
general agents. Mr. Gore succeeds W. H. 
Browder, general agent for 23 years, 
who has resigned to become vice- 
president of Fidelity Federal Savings 
& Loan Assn. of Nashville. 

Mr. Hiller, after four years of sales 
and supervision, last year attended 
the company’s general agent in-train- 
ing program. 

Mr. Gore also completed the general 
agent in-training program. 


August Sales Top $20 Million 
for Bankers Life of lowa 

New business issued and paid-for in 
Bankers Life of Iowa, for August total- 
ed $20,433.416, an increase of nearly 
$1% million dollars over the same 
month last year. Of this total $12,665,- 
403 was ordinary. Group insurance for 
August totaled $7,768,013. 

Production for the first eight months 
totaled $158,423,932. Of this amount 
$103,233,503 was ordinary and $55,190,- 
429, group. 

Total insurance in force had reached 
a new high of $2,313,215,864 by the end 
of August. Of this total $1,545,601,500 
was ordinary and $767,614,364, group 
insurance. 


—<—<—<—<— 


Wilde Sees Big Rise 
in All Classes of 


Personal Coverages 

President Frazar B. Wilde of Conn. 

ecticut General, which wrote its first 
policy 90 years ago 
reported that the 
country’s more 
than 1,000 life 
companies “have qa 
great opportunity 
to fill the need 
for broader, more 
complete personal 
insurance protec. 
tion, which would 
include accident 
and health cover. 
age.” 
' “The market for 
private personal insurance is almost 
astronomical,” he said. “I believe that 
in the next 10 years great strides wil] 
be made in this field beyond life in- 
surance.” 

Mr. Wilde said the life companies 
are working hard on plans and policies 
to broaden coverages, both for the head 
of the family and the wife and chil- 
dren. 

“How well we answer people’s needs 
for adequate accident and health in- 
surance and for protection from loss 
of income due to death, disability or 
retirement will be reflected not only 
in the progress of life insurance but in 
the entire economy,” he said. 





F. B. Wilde 





Friedman Heads Pru’‘s 
N. Y. Midtown Agency 


Prudential has named Nathan Fried- 
man head of its midtown agency at 270 
Park avenue, New York City. He suc- 
ceeds Gerard B. Tracy, who has be- 
come a vice-president of Johnson & 
Higgins, New York City brokerage 
firm. 

Mr. Friedman, who joined Pruden- 
tial in 1951, has been senior training 
consultant in the company’s home 
office. 





New Retail Credit Office 

Retail Credit has opened an office 
at Lubbock, Tex., with James F. Nash 
as manager. He has been with the com- 
pany for 13 years, most recently as 
assistant manager at Dallas. 


Heads Brokerage for Agency 


George S. Ferreira has been ap- 
pointed brokerage manager for Rolla 
Hays agency, New England Mutual, in 
Los Angeles. 





Fourteen members of Southland Life 
president’s club, representing seven 
Texas agencies, attended a seminar in 


Dallas. 











credit life 


_ decades. 


\\" 


An everyday, commonplace 
garden chore... but the next 


move may be a wrong move resulting in con- 
finement for a month or longer...no work, no 
pay. And who meets the mortgage payments 
during this critical period? 

Old Republic does, of course, with its Crit- 
ical Period Plan with its credit disability and 


features. Old Republic’s plan has 


been a friend to banker and borrower alike for 


a A letter, wire or phone call will bring the 
4° man from Old Republic to your desk with full 
4 information. 





CREDIT LIFE INSURANCE COMPANY 


James H. Jarrell, President ges 
307 N. Michigan Avenue, Chicago I, Illinois 
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§ com. | Hits Record 60,057 7 | 
NEW SECURITY 





its fj Membership in National Assn. of Life - 
Reel... Underwriters has reached a record high 7) 
that . of 60,057, topping the 60,000 mark for 7/7 

€ the first time in history. 


s : 
7 The new total represents increases 


10 life 


- 





“ 2,821 since last Dec. 31 and of 23,- Uy Yy 
oral po in the past 10 years. : F 
1e Lester O. Schriver, managing direc- Y// 
, nee tor of NALU, interpreted the new rec- V7 
= ord to mean that NALU is of “ever- 7 
spies, increasing benefit” to U.S. agents and 7/7 
a that there is a “growing recognition” 77/7 
cclann by agents that “membership in NALU Z a 
é pi, pays off in terms of value received.” y 

He who would sell financial security to others must first have 


rket for | Beneficial Standard Names 
almost | J, H. Cobb General Agent 


eve t ; 
des | Beneficial Standard Life has ap- 


_ 


it himself. 





. 


iy. ointed John H. Cobb general agent in 
life in. | Angeles. 


_ 


Mr. Cobb started his career with 


7) Our Security Program for National Life associates in Home Of- 
mpanies pacific Mutual in Los Angeles in 1945 Yj 


_. 





Policies ~ here he later served as supervisor R : : j// 
he head | and director of training. He was later fice and Field has recently been liberalized to the point where 
nd chil- | named general agent for western Texas Uy 

and New Mexico. In 1954 he was : a) ; = 2 i UY 
’sneeds | named general agent for northern Cal- we think it is the best in the business, all of it administered by Yy 
alth in- ifornia. / 
om loss V/ 
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ot only Pass $1 Million Mark 


2b i | 
sic A&H annual premiums in force in 
| Guardian Life have passed the $1 mil- 
lion mark—less than three years after 


Despite substantial additions to the plan, there was no increase 


| the company entered the field. New a eae a i ‘ 
| paid A&H premiums for the first eight in individual contributions. 
months of the year are more than 


_ 
_ 
ility o | Guardian A&H Premiums : our own Company. 
. 
S 
i 








| Fried- § double the amount for the same peri- Z 
y at 270 od of 1954. 
Te suc- August life sales were up 37%, sec- T H Ee Dy 
1as_be- ond largest August in history. Total 
nson & life sales for the first eight months 
okerage | was 14% ahead. NA | I NA | | 
-ruden- | 
raining | Champagne for Veterans Vf 
home BRETTON WOODS N. H.—Veterans A D A 
of the A&H field were given recogni- . 
tion at the annual dinner of Bureau of P AN Y 
A. & H. Underwriters at a special table 7 
: which was served champagne by Hotel I N S U RAN Cc E Cc O M yy 
_ office Mt. Washington. The old timers—their HOME OFFICE _NASHVILLE, TENNESSEE 
. Nash total A & H experience adds up to 738 
e com- years—had in their group four with Ly / 
itly as more than 50 years in the field. Men g 
with more than 25 years in the field 


were honored. 
At the table were W. E. Kipp of 
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Rolla of Connecticut General Life; Ray Hills a 
ual, in of Great American Indemnity; E. A. : 2 
| Hauschild of Security Mutual Life; e ® ‘ wae 
- Laurence B. Soper of New York Life; e ecu rl | e en S > 
dLife * Peter E. Manion of London & Lanca- ; i 
a | shire; A. B. Hvale of Continental Cas- i ——_ 
Peet ualty; T. E. Templeman of Maryland ae” 
Casualty; John Bennett of U.S. Cas- E _ 4 
ualty; Ralph M. Brann of the Bureau; ave age OO 
John F. Lydon of Ocean Accident; w——— 
Douglas J. Moe of U.S. Life; Paul W. oe 
Stade of Lumberman’s Mutual Cas- [| oe ae 
lace ualty; Paul W. Rogers and Logan Bid- 0 se eee a 
ext = A — Life; Walter Mangels of w— 
on- idelity asualty; E. R. Brock of “a § 
no Great West Life and A. C. Mason of Theres a heasout 
nts Vermont Accident. 





Security offers new policies and features as oN 
fresh as the hydrogen bomb! 





. Ofter Stock to Policyholders 
at Arizona Public Finance Co. of Phoe- 
nix has filed with securities and ex- 


issi NEW TERM Rates—Lowest term rates in the industry: $25,000 minimum—age 
change commission a statement for 


for registration of 78 million shares of 35, $6.18 per thousand; proportionate rates—all ages. 
common stock to be offered at 20 cents * Security's $25,000 Minimum—Low-cost premium in a non-participating policy 
the a share to policyholders in Public Life especially designed for business and partnership insurance and large in- 
full - Arizona, which was licensed in Au- surance buyers. 
st. 


The securities will be sold by agents 
of Public Life or directly by the com- 


) 
pany. Stock may be purchased by 
matching funds” or by application of 


President's Ten Plus—A $10,000 participating policy with new and unusual 
* “fifth dividend” option. 


These are but ¢hree reasons. There are many more special policies and features 


: — geared for today’s need. 
Policy dividends. Agents may accept 








| 

“matching funds.” General # and agent franchises “ i 

* eudniichs eee west of the Ee Cc u ri t y LIFE & ACCIDENT | 

ois Harston Is South Coast Controller Aaetian! iver 8 “Sait senaae COMPANY | 
L. C. Harston has been appointed mended company. Write: J. F. 


FE BLDG. DENVER 2, COLO. 
controller for South Coast Life. First Vice President. SECURITY LIFE , e 
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Scenes from 
NFC convention, 
from top: Dr. Earle 
Ross, Brotherhood 
of Locomotive En- 
gineers, new presi- 
dent of the Medi- 
cal Section; Dr. R. 
H. Henning, Aid 
Assn. for Luther- 
ans, past president, 
and Dr. H. R. John 
Maccabees, secre- 
tary - treasurer; 
New president of 
Fraternal Youth 
Counsellors, Anna 
M. Cooley, Royal 
Neighbors; past 
president, E. W. 
Lamoreau, Junior 
Order United 
American Mechan-. 
ics, and E. E. How- 
ell, Woodmen of 
the World, Omaha, 
2nd vice-presi- 
dent; Judy I. Hub- 
ble, Modern 
Woodmen; Brook- 
lyn, new president 
of State Fraternal 
Congress Section; 
Gerald Brown, 
Protected Home 
Circle, Cleveland, 
past president, and 














INVESTMENT SECTION leaders: Clifford D. McCreary, Independent Order 
of Foresters, executive committee; Harlan F. Eicher, Maccabees, secretary; 
Fred M. Wolfe, Woman’s Benefit Assn., past president; Leon H. Tolverson, 
Equitable Reserve, the new president; John Futcher, Woodmen of the World, 
Omaha, treasurer, and Joseph H. Sudimack, Greek Catholic Union, vice-presj- 
dent. 


ELECTED BY 
the Actuarial asso- 
ciation were: Seat- 
ed, Samuel Eckler, 
consultant at To- 
ronto, president; 
Franklin C. Stauf- 
fer. Modern 
Woodmen, past 
president; Stand- 
ing, John Gail, 
Aid Assn. for Lu- 
therans, secretary; 
Miss Mary Cusic. 
Royal Neighbors, 
vice-president, and 
Frank E. Gerry, 
consultant at 
Springdale, Conn. 





DIRECTING 
Secretaries Section 
matters are, front 
row, Josephine 
Weigl, Women’s 


Two of the speakers who addressed 
the Fraternal Field Managers Assn. 
meeting were B. C. Hallum, Great 
Lakes division manager for Independ- 
ent Order of Foresters, Chicago, and 
Harold C. Hoel, superintendent of 


ALEX O. BENZ, chairman of Aid 
Assn. of Lutherans, who installed the 
new NFC officers, chatting with Rich- 
ard F. Allen, secretary and general 
counsel of Standard Life. 


Catholic Order of 
Foresters, secre- 
tary - treasurer; 
William Hayward, 
Gleaner Life; pres- 





agencies, Lutheran Brotherhood. 





At Toronto, 
from top, F. M. 
Wolfe, Woman’s 
Benefit Assn., past 
president of In- 
vestment Section, 
flanked by two 
section speakers, 
E. L. Holsten, Sal- 
omon Brothers & 
Hutzler, New York 
City, left, and S. C. 
Badger, financial 
vice - president 
New England Life; 
Columbus, O., trio, 
James Daly and A. 
W. Franklin = of 
United Commer- 
cial Travelers, and 
T. J. Carroll, Cath- 
olic Order of For- 
esters; F. J. Gadi- 
ent, actuary, and 
A. G. Tiedje, in- 
vestment depart- 
ment, Modern 
Woodmen, and C. 
T. Kropik, general 
counsel Czechoslo- 
vak Society. 


ident; James C. 
Elder, Indepen- 
dent Order of For- 
esters. vice-pres- 
ident; standing, all 
executive commit- 
teemen, Howard 
M. Lundgren, 
Woodmen of the 
World, Omaha; 
Dorothy H. Need- 

aa ham, Woman's 
Benefit, past president, and Bertha M. Leavy, Ladies Catholic Benevolent Assn. 








W. CABLE JACKSON of Minneapo- 
TWO ROYAL NEIGHBORS at the lis, a director of Modern Woodmen, in- 


NFC meeting: Anna B. Spangler, su- troduced the guest speaker at the Fra- 
preme oracle, and Myrtle I. Gunder- jernaj Field Managers session, Holgar 


son, vice-chairman of the board. J. Johnson, president of Institute of 


Life Insurance. 
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NFC Elects George Crowns President 





‘Recruiting’ Is Fare for Field Managers; 


HEAR 3 SPEAKERS 





Replaces Miss Koob 


e * = 
Vote to Organize Separate NFC Section Vee w ne) 
Following the lead of the actuaries, a leader, be the best informed person Chooses Dr « Ross g; 
Fraternal Field Managers Assn. at its in the office. 2 
meeting during the NFC Toronto ses- Mr. Hallum, who opened the Great AS N ew P r esident Probst New V-P 


sions voted to continue its own ex- 
istence and organize within NFC a 
separate Field Managers Section. Un- 
like the actuaries, however, the man- 
agers probably will hold only one 
official gathering during the NFC con- 
vention, continuing its spring meeting, 
something which has evolved into an 
important and well-attended gather- 


Dict officers, whose terms run un- 
til the next spring meeting, are Rich- 
ard E. Henne, Gleaner Life, president; 
John N. Cochran, Woodmen of the 
World, Omaha, vice-president; Robert 
H. Platt, Modern Woodmen, secretary- 
treasurer. The executive committee is 
comprised of Mrs. Nelle A. Sexton, 
Royal Neighbors; David Baer, Baptist 
Life; M. J. Emerson, Lutheran Broth- 
erhood, and Louis E. Probst, Independ- 
ent Order of Foresters. 

Harold C. Hoel, agency superinten- 
dent of Lutheran Brotherhood, de- 
scribed procedures for recruiting man- 
agers, while adding field representa- 
tives was discussed by Robert O. Shep- 
ler, field director of Maccabees, and B. 
C. Hallum, Great Lakes division man- 
ager of Independent Order of Foresters, 
Chicago. 

An address by Holgar J. Johnson, 
president of Institute of Life Insurance, 
is reported elsewhere in this issue. 

“The manager should be one who has 
knowledge of human nature and the 


If a manager can get the confidence 


Lakes division for his Society about 
two years ago and has brought it to 
the forefront in production, listed two 
major problems concerning the man- 
ager who is recruiting in an undevel- 
oped area. First, the most effective 
method of obtaining applicants must 
be found, and secondly a screening sys- 
tem must be set up to hold to a mini- 
mum loss in time and money neces- 
sarily spent on each man who does not 
succeed. 

Mr. Hallum said he has found news- 
paper advertising highly effective in 
obtaining applicants. It is his experi- 
ence that a small ad using considerably 
less descriptive material regarding the 
position will usually attract as many 
applicants from the metropolitan paper 
as a large display ad, and with a much 
smaller expenditure. Advertising in 
suburban papers has the advantage of 
drawing applicants who live in the 
area where men usually are needed. 

He said he definitely favors this type 
advertising as it is his experience the 
man acquired is generally one who 
owns his own home, has a family and is 
sincerely looking for a permanent posi- 
tion. Ads in a free paper have the def- 
inite advantage of isolation to certain 
areas due to the fact that it is com- 
prised principally of the advertising of 
local merchants. 

If a high quality man is sought, Mr. 
Hallum recommended what he termed 
the “challenging-type” ad. On the other 


The Medical Section elected Dr. 
Earle Ross, Brotherhod of Locomotive 
Engineers, president at its parley dur- 
ing the NFC meeting in Toronto. He 
succeeds Dr. Roger E. Henning, Aid 
Association for Lutherans. 

Rounding out the officer slate are 
Dr. C. Gordon Vaughn, Degree of 
Honor Protective, lst vice-president; 
Dr. Norman S. Clark, Independent 
Order of Foresters, 2nd vice-president, 
and Dr. Hubert R. John, Maccabees, 
secretary-treasurer. 

Talks were made by Dr. John on 
“Juvenile Insurance”; Dr. Ray F. Far- 
quharson, Toronto, “The Reactive Di- 
seases, Their Diagnosis and Prognosis,” 
and Dr. W. F. Greenwood, Toronto, 
“Signs in Recognition of Heart Mur- 
murs and Their Effect on Longevity.” 

Dr. John represented juvenile insur- 
ance as a natural field for fraternals 
terming it something best develped 
when there are the social aspects of 
a society intertwined. He reviewed the 
mortality experience of Maccabees un- 
der juvenile coverages, reporting the 
experience has been good. While cer- 
tain aspects of this field involved costs 
higher than for adult insurance, the 
over-all result is better because of the 
excellent mortality rate. 

Besides, Dr. John said, the field 
man who carries a juvenile offering in 
his policy portfolio has an excellent 
door-opener. Many times it can be 


May Expand Congress 
Activities; New Fraternal 
Code Gets Approval 


By CHARLES C. CLARKE 


TORONTO National Fraternal 
Congress, streamlined last year 
through adoption of a new constitution, 
approved proposals here last week 
which could lead to an expansion of 
activities, particularly in the public 
relations field, and put its stamp of 
endorsement on the model fraternal 
code drawn up by NFC in conjunction 
with National Assn. of Insurance Com- 
missioners. 

Participation in the variety of con- 
vention programs reached a new peak, 
the changed convention format en- 
abling the more than 500 in attendance 
to take in several meetings of affiliated 
sections in addition to the plenary ses- 
sions. The new constitution eliminated 
as far as possible conflict in the section 
meetings, many of which attracted 
attendance far in excess of any 
previous mark. 

George H. Crowns, high secretary of 
Catholic Order of Foresters, was elec- 
ted president to succeed Agnes E. 
Koob, president of Woman’s Benefit 
Assn. The new vice-president is Louis 
E. Probst, supreme chief ranger of 


TING ae ‘ 7 ” ee A 
: ability to inspire and control men, i i Ff used to gain additional business, or 
— Mr. Hoel commented, adding this is — Bete a rt go add to policies already in force. eit ee Seep of epson 
site | far more important in life insurance producer, but a consistent worker, he The field representative does the peat ome sats a aid 
men’s | than any other technical knowledge or yses a “descriptive” ad. underwriting on javeniio buciness Dk. : ; a : 
ler of | SXill. Responsible for the success of the To screen applicants, Mr. Hallum John explained. Unless he is able to | New members of the executive com- 
secre. | agency, the manager also is responsible advised the following information be view the child personally an inspection ™Mitee are Mrs. Florence H. Jensen, 
. | for the success of each individual agent presented in the indoctrinational in- report is required. There is no mini- President of Woodmen Circle; W. 
——- working for him, he said. His main ob- teryiew: What the job will do for the mum age limit, and new babies weigh- Cable Jackson, a director of Modern 
hasan jective should be the building and person; what income will be; possibili- ing at least 5% pounds are considered Woodmen, Minneapolis, and Kasimir 
3 C. | maintenance of an efficient and suc- ties for success; a fwll description of insurable. If the weight is below that, I. Kozakiewicz, president of Polish 
epen- cessful sales force, one in which all the company, with evidence of sub- a policy will be written providing the Roman Catholic Union, all for two 
’ For- men are successful. stantiality and methods of dealing with child shows a consistent gain in weight year terms, and Clyde F. Wilmeth, sec- 
oe ; Mr. Hoel said Lutheran Brotherhood j+, people. over ‘a month or two. meme en 288 
in seeking managers looks for a sales- 
, all || man who is well organized, has ac- "=" = x = 
nmit- = —_ quired sound sales habits, is following 
ward =“ the society’s work organization plan, 
FOR, | does it cheerfully, and believes whole- 
the heartedly in society procedures. He 
naha; should show he is more interested in 
veed- | developing agents than in any other 
ans thing. 
Assn, | 
| 


of his men, Mr. Hoel expressed the be- 
lief it is immaterial how good his pro- 
duction record is. The top flight pro- 
ducer is not necessarily the best man- 
agerial prospect, he said. 

Where the territory is developed, 
the Maccabees assigns recruiting re- 
sponsibilities to the manager, Mr. Shep- 
ler remarked. Decisions are made as 
to the type of representative desired 
to suit the particular market, and 
whether quality or quantity is the ob- 
jective. The home office works closely 
with the managers in their recruiting, 
making tools such as training systems, 








OFFICERS and executive committee of NFC, elected at Toronto: Seated, Alex O. Benz, Aid Assn. for Lutherans, 

man Catholic Union; Richard F. Allen, Standard Life, and Hout going president; George H. Crowns, Catholic Order of 
Foresters, president; Louis E. Probst, Independent Order of Foresters, vice-president; Foster F. Farrell, secretary- 
the installing officer; Agnes E. Koob, Woman’s Benefit Assn., e F. Wilmeth, Junior Order United American Mechanics; 
W. Cable Jackson, Modern Woodmen; Mrs. Florence H. Jensen, Woodmen Circle; Kasimir I. Kozakiewicz, Polish Ro- 
treasurer-manager; standing, executive committeemen, Clydoward M. Lundgren, Woodmen of the World, Omaha. 


financing plans and prospecting lists 
available. 

Mr. Shepler opined that the man- 
ager should discontinue personal pro- 
duction so as not to compete with his 
men, and, in keeping with his role as 
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William Hayward New Section President 





SECRETARIES PONDER 


Staging an agenda concerned ex- 
clusively with the desirability of bill- 
ing premiums directly from the home 
office, the Secretaries Section at its 
meeting during the NFC convention 
in Toronto elected William Hayward, 
Gleaner Life, president to succeed Miss 
Dorothy H. Needham, Woman’s Bene- 
fit Assn. James C. Elder, Independent 
Order of Foresters, was named vice- 
president, and Josephine Weigl, Wom- 
en’s Catholic Order of Foresters, sec- 
retary-treasurer. 

In addition to Miss Needham, the ex- 
ecutive committee consists of Howard 
M. Lundgren, Woodmen of the World, 
Omaha, and Bertha M. Leavy, Ladies 
Catholic Benevolent Assn. 


DIRECT BILLING 


Reports on results of home office 
premium collection were made by 
Herbert Voecks, secretary of Aid As- 
sociation for Lutherans, and Mr. Lund- 
gren. A novel approach, which includes 
some of the advantages of direct bill- 
ing but retains the features of local 
collections that are favored in some 
quarters, was presented by I. Smith 
Homans Jr., manager of the life in- 
surance department of International 
Business Machines. 

Mr. Voecks said his society experi- 
enced many problems in switching 
from local to direct collection but de- 
scribed the system after more than a 
year’s experience as a “complete suc- 
cess.” Under the former system, he 
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said local secretaries submitted collec- 
tions four times a year, resulting in 
wide peaks and valleys in the home 
office work load. It was decided the 
only solution would be to stagger the 
register dates so just about every day 
in the year would be a premium due 
date. A direct billing system was con- 
sidered the easiest method of accom- 
plishing this. 

The new system has not affected the 
lapse rate, Mr. Voecks pointed out, 
citing statistics to show that in com- 
parison with the national average it 
was the same during the first year of 
direct billing as the preceding year. 
He commented the home office now is 
billing annually about 130,000 fewer 
cases, despite the fact there are more 
certificates in force. This means more 
certificate holders are paying premi- 
ums annually, and it is felt this is due 
to the new billing system, which in- 
cludes an explanation of cost reduc- 
tion if the premium is paid only once 
a year. 

Mr. Lundgren mentioned that his 
society’s plan is being conducted in 
New Jersey and in a part of Texas 
on an experimental basis. Because life 
insurance is a business where rates are 
stable, he said his organization looked 
upon automatic equipment as the best 
way to combat increased costs and, in 
some cases, improve efficiency. 

e e e 

The experiment was instituted in 
those areas where secretaries had col- 
lected on a door-to-door basis, much 
in the manner of the industrial insurer 
representative, Mr. Lundgren said. 
Whereas the industrial insurer can load 
the premium for this collection cost, 
the fraternal can’t. 

The results indicate there will be a 
savings in home office costs, even 
though there has been a loss of some 
5% of members, he said. New busi- 
ness persistency is about the same as 
it was in New Jersey before the trial, 
and in Texas it is better. 

An indirect premium collection sys- 
tem which nevertheless utilizes ac- 
counting machines may be the answer 
for some of those societies which do 
not want to go on a purely direct bill- 
ing system, Mr. Homans suggested. He 
recommended what he termed “budget 
pack billing,” a procedure that is in 
use by several commercial insurers. 
A package of 12 premium notices, 
which actually are punched machine 
cards, could be distributed on an an- 





Beginner? . . . or Twenty-Year Man? 


YOUR TRAINING IS CONTINUOUS 


when you're a Modern Woodmen Agent 





Ask any Modern Woodmen Agent... 
new man or veteran .. . he'll tell you 
of a continuous training program which 
makes for a profitable career. 


He'll tell you about Modern Woodmen's 
basic training in the office . . . how this 
is immediately followed by on-the-job 
training with actual sales interviews with 
a successful, experienced sales manager. 


He'll tell you about Home Office ad- 
vanced training, which thoroughly schools 
the Modern Woodmen Agent in the 
principles, uses and applications of life 
insurance. 


He'll tell you that this training . . . on 
the job and in the office .. . is directed 





by capable personnel who have mastered 
every phase of life insurance selling 
. .. men who keep abreast of the latest 
developments in the industry. 


Increased earnings and the opportunity 
to "get ahead" are built into the future 
of the Modern Woodmen Agent. If you 
want a career with a future .. . one that 
gives opportunity to use your talents 
to the fullest . . . there's a place for 
you at Modern Woodmen. 


MODERN 
WOODMEN 


OF AMERICA 


Life Insurance Since 1883 
Rock Island, lll. 


—<—<——— 





THE NATIONAL treasurer of Wood- 
men Circle, Lena Alexander Shugart, 
congratulated Mrs. Lorraine Dart, La- 
dies Catholic Benevolent Assn., on her 
accomplishments as publicity chairman 
for the NFC convention. 











nual basis, probably through the local 
secretary, and payment made directly 
to the home office. Besides eliminating 
home office procedures, it would serve 
as a check on the accuracy of the 
local secretaries’ work and generally 
lessen their duties. 





Press Section 
Reins Pass to 


Stephen Valcik 


The reins of the Press Section passed 
from Miss Louise Patrick, Woodmen 
Circle, to Stephen Valcik, Slavonic 
Benevolent Order of Texas, at the 
NFC Toronto gathering. Don A. Taluc- 
ci, Maccabees, was elected vice-presi- 
dent, and Miss Bessie Kubanis, Royal 
League, continues as secretary-treasur- 
er. 
Named to the executive committee 
were Mrs. Gretchen Pracht, Lutheran 
Brotherhood; Mrs. Harriet S. Jeanes, 
Royal Neighbors; Leland Larson, 
Woodmen of the World, Omaha; Fran- 
cis W. Olson, Equitable Reserve, and 
Miss Patrick. 

Two guest speakers addressed the 
breakfast session, one of the best at- 
tended in the section’s history. Shane 
MacKay, editor of the Reader’s Digest 
Canadian-English language edition, de- 
scribed that publication’s international 
operations, and Don Henshaw, Mac- 
Laren Advertising Co., Toronto, de- 
tailed some of the lesser known facts 
about Canada, showing there is more 
of a mutuality between that country 
and U. S. than is generally recognized. 

Mentioning that the Reader’s Digest 
has the largest circulation of any pub- 
lication in the world, Mr. MacKay said 
there are 70 million readers of the 30 
editions which are published in 12 
languages. There is no single philoso- 
phy dominating the magazine, he said, 
explaining that the staff of editors in- 
cludes persons whose viewpoints re- 
flect liberal and conservative positions. 

Mr. Talucci led a panel discussion 
on promotional material which was 
displayed by the various societies, and 
there was a review of the publications 
by James G. Daly, United Commer- 
cial Travelers. 





Foresters Hosts at Two 


NFC Convention Features 


All in attendance at the National 
Fraternal Congress convention in To- 
ronto were guests of Independent 
Order of Foresters at a buffet dinnér 
Monday evening. This was one of the 
outstanding convention features. 

Early arrivers also were guests of 
I.0.F. Sunday when tours of the new 
home office were conducted, followed 
by a tea. 
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ELECT TOLVERSON 


Tells Investment 
Advantages Held 
by Life Insurers 


No other investor enjoys the combin- 
ation of advantages possessed by life 
insurance organizations, the Invest- 
ment Section was told at its Toronto 
meeting by Sherwin C. Badger, finan- 
cial vice-president of New England 
Life, who, along with Edward L. Hols- 
ten, senior partner of Salomon Bros. 
& Hutzler, New York City, presented 
a program that attracted a record 
attendance. 

Elected as the new president was 
Leon H. Tolverson, Equitable Reserve, 
replacing Fred M. Wolfe, Woman’s 
Benefit Assn. Joseph H. Sudimack, 
Greek Catholic Union, was named 





vice-president; Harlan fF. _ Eicher, 
Maccabees, secretary, and John F. 
Futcher, Woodmen of the World, 


Omaha, treasurer. 

Comprising the executive committee 
are Clyde F. Wilmeth, Junior Order of 
United American Mechanics; R. 
George Ransford, Gleaner Life; Clif- 
ford D. McCreary, Independent Order 
of Foresters, and Mr. Wolfe. 

Mr. Badger emphasized that no 
longer can a society afford not to have 
a top man supervising its investment 
operations. The field has increased in 
complexity, making it necessary the 
investment manager be thoroughly 
trained and able to translate that 
training into common sense, exploiting 
the advantages he possesses. 

Mr. Badger pointed out that the 
compound interest factor in the actuar- 
ial formula, coupled with the fact that 
a life insurance organization’s cash 
intake at all times exceeds outgo, 
eliminates the necessity of having to 
liquidate investments when economic 
conditions are unfavorable. A society 
always has new money to invest, and 
thus can go to the most advantageous 
market, always averaging through a 
great variety of media. If needed, 
cash can be accumualted in a rela- 
tively short time by suspension of 
investing. 

The investment areas available to 
societies continue to increase, Mr. 
Badger commented. In recent years 
there have developed such things as 
direct placement, purchase-leaseback, 
direct investment in real estate, world 
bank bonds, tax exempt toll roads, 
preferred stocks and even, to some 





extent, common stocks. 

Advocating dollar averaging in buy- 
ing securities, Mr. Badger warned 
against attempting to forecast which 
way the market will go. In buying 
securities such as those of General 
Electric or Dupont the investor can 
employ the finest corporate manage- 
ment available. Management, where 
competent, will find ways to adapt 
itself to changed conditions, sizing up 
its own market more accurately than 
could the investment manager. 

Mr. Badger discounted the impor- 
tance of the indices of day-to-day 
transactions in gauging the level of 
the bond market. Most of the bonds, 
he said, are held by institutional in- 
vestors. Consequently those bonds 
which are traded are the minority. 
Watch the new issues, however, he 
emphasized. This actually is the only 
large bond market available to life 
insurance investors, outside of the 
governments. 

e e e 

Common stocks and direct invest- 
ment in real estate are the only ways 
the insurance organization can invest 
funds to hedge against inflation, Mr. 
Badger said, predicting these will grow 
in importance over the years. Don’t 
attempt to guess where the market is 
going, he stressed. If it goes down, 
don’t feel badly, as it is another op- 
portunity to buy stock more cheaply. 

Now that there is a lendor’s market, 
Mr. Badger expressed the hope that 
investors will insist on favorable call 
price provisions when buying bonds. 
The advantages of low call prices 
often were realized by borrowers when 
the opposite market existed, he said. 

Mr. Holsten took the position that 
investment methods of former days, 
when the dollar was invested as re- 
ceived, is outmoded. It was the view 
in those days that everything would 
average out. However, he said, the 
peak of refundings when the market 
moves from one to another extreme 
outmodes this view. 

New complexities, according to Mr. 
Holsten, make it necessary that the 
portfolio manager employ all his 
knowledge and experience, taking ad- 
vantage of expert counsel so as to be 
in the proper market at the proper 
time. Only in this way will he be able 
to hold short term bonds when desir- 
able, shifting to longer terms when 
advantages lie in that direction. 

Mr. Holsten observed that today 
there is the phenomenon of a yield 
curve that is almost flat. He said it is 
possible to get almost as much of an 
interest rate for a one year bond as 
for one running 30 to 40 years. 








PRESIDENT’S SECTION officers at Toronto: Joseph Spencer, Protected 
Home Circle, 1st vice-president; Stephan M. Tkatch, Greek Catholic Union, 
past president; Edna E. Dugan, Degree of Honor Protective, secretary-treasu- 
rer, and Edward L. Marek, Slavonic Benevolent Order of Texas, 2nd vice-pres- 
ident. The new president, LeRoy Stohlman, Aid Association for Lutherans, was 


unable to attend because of illness. 








A. A. L. Representatives 
Enjoy Personal Security 


The personal security program includes: 


¢ Group hospital, surgical, accident and sick- 
ness coverage. 


Agents’ retirement plan with certain dis- 
ability provisions and life insurance benefits. 


A liberal commission paid on first, second, 
third, and fourth year premium payments. 


e A generous persistency fee based on certifi- 
cates in force for the fifth and subsequent 
years. 


A business expense bonus and advances— 
especially helpful to new representatives. 


Aid Association for Lutherans 


Legal Reserve Fraternal Life Insurance 


Home Office: Appleton, Wisconsin 
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ANIGHTS OF COLUMBUS 


A FRATERNAL BENEFIT SOCIETY 


188e 19395 


Continued Sound Progress 


953,781 Members 
336,625 Insurance members 


617,156 Associate members 





$507,825,048 Insurance in force 
$11,454,850 recorded new Insurance in May 
$111,261,325 Benefits Paid 

Over $100,000,000 Assets 





Luke E. Hart 
Supreme Knight 


Joseph F. Lamb 
Supreme Secretary 


Columbus Plaza—New Haven, Conn. 
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ELECTED to direct Press Section activities were, front row, Mrs. Gretchen 
Pracht, Lutheran Brotherhood, executive committee; Don A. Talucci, Macca- 
bees, vice-president; Stephan Valcik, Slavonic Benevolent Order of Texas, pres- 
ident; Bessie Kubanis, Royal League, secretary-treasurer; back row, Leland 
Larson, Woodmen of the World, Omaha, executive committee; Miss Louise Pat- 
rick, Woodmen Circle, past president; Mrs. Harriet S. Jeanes, Royal Neighbors, 
executive committee, and Francis W. Olson, Equitable Reserve, executive com- 
mittee. 

































































we = tae 
which has fostered the ideals of fraternalism 


and Democracy since 1886. The Maccabees 
is pleased to share membership in this association 
with over a hundred distinguished societies 


in the United States and Canada. 


je FEES 


THE MACCABEES 
-a Lyfe Insurance Society 


DETROIT 2, MICHIGAN 


THE MACCABEES BUILDING e 
Offices in principal cities of the United States and Canada 








Ransford Moves Up 
to Presidency of 
Lawyers’ Group 


R. George Ransford, Gleaner Life, 
was elevated to president of the Law 
Section at its muster during the NFC 
meeting in Toronto. He replaces Frank 
H. Lee, Woman’s Benefit Assn. 

The new vice-president is Russell 
Matthias, Lutheran Brotherhood and 
George McDonald, Modern Woodmen, 
continues as secretary. 

Wilson E. McLean of the Fennell, 
McLean & Davis law firm of Toronto 
briefly compared the development of 
beneficiaries’ rights under American 
and Canadian law, and John A. Tuck, 
associate general counsel of Canadian 
Life Insurance Officers Assn., dis- 
cussed government regulations of in- 
surance in Canada. 

Mr. Tuck summarized the practical 
division of insurance jurisdiction in 
Canada as follows: 

The dominion licenses all dominion 
and non-Canadian insurers (except 
London Lloyds) transacting business 
in more than one province and, addi- 
tionally, some provincial companies 
that have voluntarily submitted to its 
jurisdiction. It inspects insurers li- 
censed by it and has passed legislation 
respecting the valuation of assets and 
liabilities, deposits, solvency, etc., of 
these insurers. At the request of the 
Nova Scotia government, it supervises 
companies in that province. 


The provinces (except Nova Scotia) 
require all insurers to be licensed by 
them, whether or not they hold a do- 
minion license. They require docu- 
ments of incorporation, etc., to be filed 
initially and annual statements there- 
after showing general financial condi- 
tions and particulars of their business 
in the province. They do not inspect or 
require deposits from Dominion li- 
censees, but nearly all of them have 
the power to do so. 

The provinces alone inspect and 
supervise provincial insurers that have 
not registered with the dominion. 

This has been the practical distribu- 
tion of authority for years, Mr. Tuck 
said. The great majority of insurers, 
Canadian and non-Canadian, appear 
to be prepared to observe the domin- 
ion’s requirements notwithstanding 
the doubts that have been cast upon 
the validity of dominion enactments. 
The dominion department has built an 
enviable reputation, he said, adding 
that its certification of financial res- 
ponsibility is highly regarded in Can- 
ada and elsewhere. 


—<—< 


Presidents’ Helm to 
LeRoy Stohlman; 
Hear S. K. Hunter 


LeRoy G. Stohlman, Aid Association 
for Lutherans, was named to head the 
President’s Section at its meeting dur- 
ing the NFC conclave in Toronto. He 
replaces Stephen M. Tkatch, Greek 
Catholic Union. Mr. Stohlman, because 
of illness, could not attend the meeting, 

Completing the officers’ list are 
Joseph Spencer, Protected Home Cir. 
cle, 1st vice-president; Edward L, 
Marek, Slavonic Benevolent Order of 
Texas, 2nd vice-president, and Mrs, 
Edna E. Dugan, Degree of Honor 
Protective, secretary-treasurer. 

Reviewing management planning, §, 
Knox Hunter, assistant secretary of 
Peoples First National Bank & Trust 
Co., Pittsburgh, asked his audience if 
they ever had stopped to ponder rea- 
sons why a particular fraternal society 
started. Because of inter-marriage of 
nationalities, alteration in social cus. 
toms, and a variety of other changes, 
he said many societies may have to re. 
orient their thinking, making provi- 
sions now for changes in by-laws. 

Today’s age is dynamic, one of rapid 
changes, Mr. Hunter said. It taxes the 
imagination, ingenuity and adaptabili- 
ty of management. Therefore, he ob- 
served, the president of an organization 
cannot afford to be “bogged down” 
with details, but rather must delegate 
authority properly. The president must, 
however, be aware of what each de- 
partment of his organization is doing, 
receiving reports designed to point out 
trouble as it is developing so that cor- 
rective steps may be taken before a 
real problem arises. 

One aspect of the planning problem 
which vitally concerns the head of a 
fraternal organization is that of dis- 
tracting influences, observed Mr. 
Hunter. Radios, television, out-door 
theaters, sporting events and the like 
tend to draw people from church ac- 
tivities and lodge halls, he said. Like- 
wise, disruption of social contacts occur 
when workers move from one commu- 
nity to another, something that is be- 
coming more and more prevalent. 

This means, then, the speaker said, 
managers of fraternal societies will 
have to concentrate some of their ef- 
forts on developing programs to induce 
and maintain interest in their societies. 
They must review their advertising, 
their radio programs, their sponsored 
events, to make certain they appeal to 
the younger persons upon whom their 
existence depends. This requires con- 
tinuous study and imagination, he em- 
phasized. 











THE UNITY 
LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


SYRACUSE, N. Y. 


“In Unity there is Strength” 
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ELECT ECKLER TO SUCCEED STAUFFER 





Actuarial Assn. Agenda Covers Wide Range 


Fraternal Actuarial Assn., meeting 
in conjunction with the annual con- 
vention of National Fraternal Congress 
at Toronto, elected Samuel Eckler, 
‘Toronto consulting actuary, president 
+o replace Franklin C. Stauffer, Mod- 
ern Woodmen. 

Miss Mary Cusic, Royal Neighbors, 
was elected vice-president; John Gall, 
Aid Association for Lutherans, secre- 
tary; Frank Lee, Woman’s Benefit 
Assn., librarian; Harmon Taylor, treas- 
urer, and Robert Taylor, editor. 
Messrs. Taylor are consulting actuaries 
at Cedar Rapids, Ia. 

Comprising the council are Ward 
Hartwell, Maccabees; Frank E. Gerry, 
consulting actuary at Springdale, 
Conn.; Robert Bruce of the Harley N. 
Bruce consulting firm at Chicago, and 
Thomas Hanrahan, Unity Life & Ac- 
cident. 

Mr. Stauffer explained why it was 
decided to continue the association as 
a separate entity and to organize with- 
in NFC a separate actuaries section. 
He explained the association has rigid 
requirements for admittance and mem- 
bership, a feature it is considered de- 
sirable to retain. It is this exclusivity 
that association members find of great 
advantage in professional actuarial 
circles, and throughout the life insur- 
ance business. 

Still, Mr. Stauffer said, it is recog- 
nized there are many within the NFC 
orbit who have a deep interest in 
actuarial matters, but not to the point 
where they seek professional standing. 
By setting up a separate section with- 
in NFC, association members felt that 
it would be possible to present an 
actuarial program during the annual 
convention which would deal with 
matters of general interest that in- 
volve an actuarial background. The 
same officers will serve the association 
and section. 

Joseph P. Conte, Woodward & Fon- 
diller, New York City, presented a pa- 
per on abandoned property regulations 
and practices; Walter Rugland, 2nd 
vice-president and actuary of Aid As- 
sociation for Lutherans, reported on 
the uniform code adopted by National 
Assn. of Insurance Commissioners, and 
Miss Cusic described how Royal 
Neighbors uses IBM punched cards 
and tabulating equipment in the pre- 
paration of schedule D of the annual 
statement blank. 

For many years, Mr. Conte com- 
mented, fraternal societies have been 
setting up reserves for contingencies 
that have little chance of ever occur- 
ring. This largely is due to the fact 


that beneficiaries do not claim benefits 
to which they are entitled. He said 
many societies hesitate to approach 
state insurance departments relative 
to releasing such liabilities, feeling the 
state may escheat those monies. 

Mr. Rugland said the new code, if 
adopted by the states, will do much 
to improve the position of fraternal 
societies. He urged the actuaries to 
encourage their societies to support 
any legislation based upon it, whether 
in its entirety or in portions thereof. 

Two previous papers were discussed, 
George A. Huggins, Philadelphia con- 
sulting actuary, reviewing a presenta- 
tion on “Widows’ Pensions in Indus- 
trial Pension Plans” by Dorrance C. 
Bronson of the Wyatt Co., and Lyle H. 
Barnhart of Fidelity Life, commenting 
on the paper of John Gall of Aid Asso- 
ciation for Lutherans that dealt with 
“A Direct Premium Billing and Collec- 
tion System in a Fraternal Society.” 

Mr. Bronson’s final conclusion, ac- 
cording to Mr. Huggins’ summation, is 
that so many inequities arise under a 
widow’s benefit program for manage- 
ment to consider and even stockholders 
that as a general proposition it does 
not seem feasible to provide a widow 
allowance. Instead, the best way is to 
make such provision through group 
life insurance, particularly since the 
group life policies generally have in- 
cluded in their provisions optional set- 
tlements available to the insured in 
advance of death or to the beneficiary 
following the death of the insured. In 
many cases, a widow can take in lieu 
of a lump sum a fixed income for a 
number of years with any unpaid in- 
stallments paid to a beneficiary or even 
have the proceeds converted into a life 
income for herself. 

A collateral problem not treated in 
Mr. Bronson’s paper was brought up 
by Mr. Huggins, and he suggested that 
if industry is going to make provision 
for widows’ pensions, it is only right 
that it also should make provision for 
dependent husbands in the form of 
widower pensions. 

Mr. Barnhart compared the Fidelity 
Life and Aid Association procedures 
for direct premium billing, a topic that 
was treated at length by the Secretar- 
ies Section and is reported more fully 
in the review of the secretaries’ meet- 
ing. Mr. Barnhart mentioned his com- 
pany prepares its premium notices and 
mails them out 35 days before the due 
date, except that monthly notices are 
held until the premium for the previous 
month has been received. 


Since 1895 


Royal Neishhnss of America 
has provided a dual service 
of fraternalism and life 
insurance for women, men, 


and children. 


Insurance in Force $423,770,218 
Admitted Assets $152,490,455 
Membership 557,109 


Royal NEIGHBORS OF AMERICA 


Supreme Office ¢ Rock Island, Illinois 








Since 
B Through 





Serving Country and Members 


BENEVOLENCE—PROTECTION—FRATERNITY 
GLEANER LIFE INSURANCE SOCIETY 


5705 Woodward Avenue 


1894 


Detroit 2, Michigan 








What You Should Know About 
the Supreme Forest 


WOODMEN CIRCLE 


Assets................0ver $52,000,000 
Certificates inForce.........over 156,000 
Benefits Paid ..............$74,000,000 


Fraternal Activities for Juniors, Teenagers, 
Young Career Women, Adults 


Home for Aged and Orphan Members, 
Sherman, Texas 


For Women and ; Our 65th Year 
GirlsOnly '?S 4 Better Buy! cr service 
Florence H. Jensen, Omaha, Nebr Louise Patrick, 
National President i * National Secretary 
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Pictured at NFC 
meeting, from top: 
George McDonald, 
Modern Woodmen, 
secretary of Law 
Section; R. G. 
Ransford, Gleaner 
Life, president, 
and the past presi- 
dent, Thomas Ma- 
son, Women’s 
Catholic Order of 
Foresters; on hand 
for Maccabees, N. 
C. Nelson, secre- 
tary-treasurer; J. 
C. Lehr, president, 
and Frank Garber, 
Ontario manager; 
Fraternal Field 
Managers Assn. 
officers, R. H. 
Platt Modern 
Woodmen, _secre- 
tary; R. E. Henne, 
Gleaner Life, pres- 
ident, and J. N. 
Cochran, Wood- 
men of the World, 
Omaha, vice-pres- 
ident; H. F. Eich- 
er, Maccabees; 
Blanche Eakin, 
Woodmen Circle, 
and A. E. Gorman, 
Walter Stokes & 
Co., Philadelphia. 











REETINGS to our friends and associates in the 
fraternal insurance field as they meet in Toronto for the 
annual meeting of the National Fraternal Congress. 


OTEC 
vt % World’s Financially Strongest Fraternal Benefit Society 


¢ WOODMEN +: WORLD 


> LIFE INSURANCE SOCIETY 


Omaha, Nebraska 





Home Office: Insurance Bldg., 17th & Farnam Sts. 


FARRAR NEWBERRY, President H. M. LUNDGREN, Secretary 
MAX B. HURT, Exec. Vice Pres. JOHN N. COCHRAN, Treasurer 
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BEN HUR LIFE ASSOCIATION 


CRAWFORDSVILLE, INDIANA 


Over Sixty Years of Fraternal Service 





a noble heritage and inspiring background. 


Legal Reserve Insurance provides up-to-date 
protection for the entire family. 


ADMITTED ASSETS OVER $20,000,000 


R. G. HUNGATE, President 
S. E. GRIMES, Treasurer R. B. McCAIN, Secretary 
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SPENCER IS SPEAKER 


Mrs. Hubble Heads 
State Congresses; 
Succeeds Brown 


Elected as State Congresses Section 
president at its session during the NFC 
Toronto meeting was Mrs. Judy I. 
Hubble, Modern Woodmen, Brooklyn. 
She replaces Gerald Brown, Protected 
Home Circle, Cleveland, who was 
named to the executive committee. 

Other officers are Arthur Barrett, 
Woodmen of the World of Denver, San 
Francisco, 1st vice-president; Clyde F. 
Wilmeth, Junior Order of United 
American Mechanics, Philadelphia, 2nd 
vice-president, and Mrs. Ann Wells, 
Woodmen Circle, Indianapolis, secre- 
tary-treasurer. 

Other executive committeemen are 
Nellie Sexton, representing Iowa; Louis 
Caron, New England; Anna Kamp- 
mann, Missouri; J. T. Steadham, 
Texas, and Katheryn Bowen, Wash- 
ington. 

Joseph Spencer, president of Pro- 
tected Home Circle and also head of 
Pennsylvania Fraternal Congress, the 
largest and strongest state unit in the 
country, described the place of the 
state congresses in the National Fra- 
ternal Congress picture. 


As the principal contact between fra- 
ternal societies and the legislatures, 
Mr. Spencer said the state congresses 
are in the best position to inform NFC 
of what is transpiring on the local 
scene. Besides keeping their legislative 
ears continually attuned, he said the 
state congresses form the vehicle for 
cooperation among all societies in a 
state and for exchange of information 
on all aspects of the fraternal system. 

Besides resisting bad legislation, he 
stressed the state congresses sponsor 
legislative measures needed by the so- 
cieties, and carry on a well planned 
program to enlist the support neces- 
sary to gain passage of them. 

Mr. Spencer described the new fra- 
ternal code, drawn up by representa- 
tives of NFC and National Assn. of 
Insurance Commissioners, as “meeting 
all the requirements of the present 
fraternal system.” He said it is his 
understanding NFC will not take posi- 
tive steps to get the new code intro- 
duced in the various states. As a result, 
he suggested the various state con- 
gresses attempt to get the new code 
made a part of their respective laws. 
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MANAGEMENTS’ JOB 





Social, Economic 
Changes Create PR 
Problems: Johnson 


Public relations has become one of 
the most important management func- 
tions of present-day business as the 
need to meet constantly changing go. 
cial and economic environment has 
grown, Holgar J. Johnson, president 
of Institute of Life Insurance, told the 
meeting of Fraternal Field Managers 
Assn. during the NFC convention at 
Toronto. 

“Social and economic changes are 
encountered at an accelerated pace 
these days and every change requires 
a new approach by business to meet 
adequately the public desires,” Mr. 
Johnson said. “One of the most impor- 
tant of all the changes of recent years 
has been that involving what the public 
expects of business in the way of 
broader service and better citizenship.” 

Responding to the public awakening 
to the new role of business in the com- 
munity, business has accepted its re- 
sponsibilities and put public relations 
at the top of the list of management 
functions, he said. 

One of the great changes that has 
come about in the past 20 to 25 years 
has been the major step-up in better 
living, according to Mr. Johnson. A 
basic part of the improved standard 
has been the greatly increased social 
and economic security of American 
families, he commented, going on to 
point out that life insurance, seek- 
ing to meet the demand for this greater 
security, has widely broadened both 
the policies it makes available and the 
service it renders policyholders and 
beneficiaries. 

J s o 

“As a result, life insurance owned 
by American families has increased 
more than three-fold in the past 25 
years and millions of our families now 
own far more life insurance, and better 
planned, than would have been deemed 
possible in the late 1920s or early 
1930s,” Mr. Johnson said. “Of special 
significance is the fact that the greater 
part of this insurance today is set up 
on carefully planned family financial 
programs, with a large block of it to be 
paid out as income rather than a lump 
sum. The universal acceptance of the 
income concept in relation to life in- 
surance has been one of the basic 
changes our business has met in these 
years.” 














MRS. FOSTER FARRELL, who celebrated her birthday during the NFC con- 
vention was presented a remembrance and a cake at the buffet supper spon- 
sored by Independent Order of Foresters. Pictured here are Louis E. Probst, su- 
preme chief ranger of IOF and new vice-president of NFC; Mrs. Farrell; Mrs. 
Probst, and Foster Farrell, the secretary-treasurer-manager of NFC. 
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New Actuaries 
Section Stages 
First Program 


An Actuaries Section of NFC was 
organized at the Toronto convention, 
with the chief officers of the Fraternal 
Actuarial Assn. elected to head the sec- 
tion. They are Samuel Eckler, consult- 
ing actuary of Toronto, president; Mary 
Cusic, Royal Neighbors, vice-president, 
and John Gall, Aid Assn. for Luther- 
ans, secretary-treasurer. 

Discussion centered around lapses, 
reinsurance, dividends and reevalua- 
tion of business. 

It was stressed that persistency is 
principally dependent on the type of 
person who is selected as field repre- 
sentative. During his indoctrination 
period, the representative should be 
told of the importance of selectivity in 
prospecting, finding a person who has 
the need for insurance and is in a posi- 
tion to pay the premium. The repre- 


Pictured at the NFC Toronto meet- 
ing, from the top, John S. Tolversen, 
president, Equitable Reserve, and Al- 
bert A. Horstman, Dayton O., chair- 
man, Catholic Order of Foresters; two 
chief officers, Luke E. Hart, Knights 
of Columbus, and Charles N. Pope, 
Catholic Knights of America; Walter 
Macklin, Quebec manager for Macca- 
bees, and the society’s field director, 
Robert O. Shepler; Carl Biebers, pres- 
ident, Sons of Hermann of Texas, and 
Frank H. Lee, general counsel Wom- 
an’s Benefit Assn.; N. K. Neprud, vice- 
President, and Carl F. Granrud, presi- 
dent, both of Lutheran Brotherhood. 





sentative then should be made to real- 
ize he must follow through on a service 
basis, keeping in close contact with 
the new certificateholder, especially 
during the first couple of years. 
Personal delivery of the certificate 
was described as important in prevent- 
ing lapse, and persistency was said to 
be much higher where premium pay- 
ment is on an annual basis. It was 
recommended representatives be re- 
warded for good persistency records. 
Because reinsurance enables a soci- 
ety to broaden facilities for field repre- 
sentatives and certificateholders, it is 
an important feature of the fraternal 
system, according to comments made. 
Additionally, it is not possible for all 
societies to develop the experience 
necessary to evaluate properly what 
might be termed substandard risks. 
Through reinsurance, however, the so- 
ciety is able to offer a service in this 
field where it is considered desirable. 


Mrs. Cooley Takes 
Over as Head of 
Youth Counselors 


The helm of Fraternal Youth Coun- 
selors Section went to Mrs. Anna M. 
Cooley, Royal Neighbors, during its 
session at the NFC Toronto rally. She 
succeeds E. Willis Lamoreau, Junior 
Order of Ancient United Workmen. 

Other officers are Michael Grasha, 
Croation Society, 1st vice-president; 
E. E. Howell, Woodmen of the World, 
Omaha, 2nd vice-president, and Don 





A. Talucci, Maccabees, secretary- 
treasurer. 
The program featured talks by 


Messrs. Howell and Talucci, and a mo- 
tion picture titled “To Each his Own,” 
presented by Modern Woodmen. 

Mr. Howell, describing his society’s 
youth activities, said a real effort is 
being made toward assisting at least 
“part of our youth in becoming true 
and loyal Americans in heart, mind 
and action. It would seem only sensible 
to help teach our juniors to be aware 
of their natural heritage and their 
responsibilities to their own country 
first.” 

Mr. Talucci observed that publicity 
and advertising can be avoided, but 
relations with the public cannot. Each 
child who benefits from the society 
youth programs is, in essence, an ex- 
officio member of the public relations 
staff of the society concerned, he said. 
That child tells another of the fine 
work being done, thereby spreading 
good will for the fraternal system. 
“Thus,” the speaker said, “we have the 
two aspects of public relations coming 
to life: Doing something on behalf of 
youth, and they, in turn, telling what 
was done for them 


Crowns New NFC President 
Succeeding Agnes Koob 


(CONTINUED FROM PAGE 13) 
retary of Junior Order United Amer- 
ican Mechanics, one year term. Hold- 
over members are Richard F. Allen, 
secretary of Standard Life, and 
Howard M. Lundgren, secretary of 
Woodmen of the World, Omaha. 

Considerable floor discussion pre- 
ceded endorsement of the model fra- 
ternal code, and at one point the 
parliamentary procedure became so 
involved it was necessary to enlist the 
aid of an expert in this field to clear 
up the confusion. Ultimately, however, 
the vote was overwhelmingly in favor 
of the model code. 

While not a perfect instrument, the 
new code is an excellent model for the 
fraternal system to stand on for many 





years to come, it was pointed out by 
Frank H. Lee, Woman’s Benefit Assn., 
chairman of the NFC committee which 
met in conjunction with NAIC to draw 
up the new code. It may be necessary 
to amend it in the future, but he said 
it furnishes a track for the fraternals 
to run on. He explained the difficulty 
of drafting a code that would satisfy 
every desire of each of the 108 mem- 
ber societies and at the same time win 


and attempts to update it failed twice 
within the last 15 years. 

Mr. Lee emphasized that NFC is not 
going out to “stump for the new code,” 
but has it for reference for those states 
which are thinking about a change. 

A special committee was named to 
study the feasibility of setting up an 
NFC public relations program along 
the lines recommended by Miss Koob. 
The new constitution made provision 


for a public relations committee, but 

according to its chairman, L. J. Bayley, 

secretary United Life & Accident, it 
(CONTINUED ON NEXT PAGE) 


NAIC approval. 


He mentioned that the former fra- 
ternal code was adopted 40 years ago, 
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(CONTINUED FROM PRECEDING PAGE) 
was impossible to carry out the pro- 
gram designed the past year because 
of a lack of funds. Unless financing 
methods are found, he said the public 
relations committee might as well 
disband. Lack of an official public re- 
lations program, according to Mr. 
Bayley, results in a situation where 
NFC is “an unknown group of well- 
known people.” 

A special committee was also named 
to study the financial needs of NFC 
as well as the basis for determining 
dues. If the dues schedule is found to 
be insufficient to carry out the sort of 
program NFC should have, it was 
suggested an increase be considered at 
the next convention. These recom- 
mendations were made by Lendon A. 
Knight. chairman of the general wel- 
fare and lodge activities committee 
and also a past NFC president. 

During the year his committee was 
assigned the responsibility for prepar- 
ing a brief which would fully describe 
activities of local lodges and their 
work in the welfare area, the thought 
being this could serve as a basis for a 
presentation on why fraternals should 
not be taxed. He explained this is a 


task which cannot be accomplished in 
a short time, recommending the pro- 
ject be continued. He said the close 
cooperation of all NFC members will 
be necessary if a successful presenta- 
tion is to be made. 

Mr. Crowns asserted that adoption 
of the model code was one of the most 
significant moves in NFC history. He 
said the congress has been the only 
vehicle for educating the public on 
what societies are doing, and as to the 
meaning of fraternalism. He said it 
is his resolution to see that these pur- 
poses are accomplished. 

The new president has been high 
secretary of Catholic Order of For- 
esters since 1944. He served two terms 
on the executive committee of NFC 
and is a past president of the Secretar- 
ies Section. He was chairman of the 
committee which drafted the revision 
of the constitution. 

Long active in NFC affairs, Mr. 
Probst is a past executive committee- 
man and a former president of Fra- 
ternal Field Managers Assn. He started 
with Independent Order of Foresters 
in 1927, was northern California man- 
ager for 15 years and later went to the 
home office where he was in charge of 
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field work. He was elected president in 
1950. Last year IOF had the largest net 
gain of business of any fraternal 
society. 

In her presidential report, Miss 
Koob, recommended appointment of a 
special committee to decide whether or 
not public relations should be an NFC 
function, and if so to determine 
financing methods. Questions to be 
answered include whether the execu- 
tive committee of NFC or NFC itself 
has the power to adopt and implement 
a program, whether NFC funds can be 
used to finance one, and whether there 
would be objections on the part of 
member societies to a request they 
make voluntary contributions to cover 
a public relations program. 

Miss Koob described the new fra- 
ternal code as one of NFCs “most vital 
and important” achievements in the 
legislative field. 

Mr. Farrell reported the past year 
was one of the most active for NFC 
from a legislative standpoint. He said 
45 legislatures met in regular session 
and 10 states held 13 special sessions. 
He complimented the law committee 
for its work in connection with com- 
bating adverse proposals, and also 
stressed the importance of the roles 
played by the various state fraternal 
congresses. A strong congress, he ob- 
served, will “go a long ways toward 
deterring the introduction of inimical 
legislation.” 

Greetings were extended at the 
opening plenary session Monday by 
K. R. MacGregor, superintendent of 
insurance for Canada; Roy B. White- 
head, Ontario superintendent; Roland 
Bourgault, Union of St. Joseph, Que- 
bec, president of Canadian Fraternal 
Assn., and Mr. Probst. There was a 
talk on fraternalism by E. H. Rivers 
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Continental Assurance Picks, 
General Agent at Buffalo 


Joseph N. Desmon, formerly with 
John Hancock, has been named gen- 
eral agent for Con- 
tinental Assurance. 
at Buffalo. 

In the business. 
since 1933, Mr. 
Desmon is past. 
president of Buf- 
falo Life Under- 
writers Assn. and 
present vice-presi-. 
dent of Buffalo 
CLU chapter and 
secretary - treasur. 
er of New York 
State Assn. of Life. 
Underwriters. 





Joseph N. Desmon 





Mass. Mutual Agents Take Course 

Thirty-one Massachusetts Mutual 
Life agents from 20 agencies have com- 
pleted a 10-day study course at the 
30th home office school for career 
agents. In the business an average of 
a little less than one year, the men 
now are undergoing a period of su- 
pervised field work in their home ter- 
ritories. Diplomas ‘will be awarded for 
successful completion of the course. 
Vice-president: Charles H. Schaaff is 
in charge of the study course. 





of Atlanta, former governor of Geor- 
gia, the balance of the session being 
devoted to committee reports. 
Committee reports continued into 
the second plenary session Wednesday 
when there was an inspirational ad- 
dress by Judge Harold C. Kessinger, 
noted professional speaker. New offi- 
cers were installed by Alex O. Benz, 
chairman of Aid Assn. for Luther- 
ans. The banquet Tuesday evening 
was addressed by John Fisher of 
Canadian Broadcasting Corp., Toronto. 


Over $1.3 Billion 
Insurance 
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businessman, indeed, who does not 









keep a current operating statement at his fingertips. 


During his “YOU, Inc.” training, the Cal-Western agent 
works to a minimum family budget. This budget is carefully 
determined through 
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agent and his wife. 

We are proud to announce that the great state 

of Arizona has been added to the area we serve 
with protection through life, accident, 
sickness and hospitalization insurance. the irrefutable measure of his success. 
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Seek to Check Record 


in N. C. Conversion Case 


Three certificate holders in State 
Hospital Association of Tarboro, N. C., 
whose plans to convert to a stock A&H 
company recently were stopped by 
Commissioner Gold, have asked Wake 
county superior court for permission to 
look at the records of the investigation 
ef the concern. 

Under a 1955 act, the commissioner’s 
records of such investigations are se- 
cret and may be opened to the public 
only by court order. 

The court now has before it an ap- 
peal by officials of the association from 
the order halting its conversion plans. 
The order was issued after investiga- 


tion showed that hundreds of shares of ° 


stock had been transferred to fire of- 
ficers of State Hospital with certifi- 
cates forged by several agents who 
have since been arrested. Mr. Gold 
emphasized that the _ investigation 
showed no criminal actions by the 
officers. 


Junior Better Off 


A son’s future educational and family 
requirements are being tended to bet- 
ter by a father today than the latter’s 
future was provided for by his father, 





according to a conclusion drawn by 
Mutual Life of New York from policy- 
holder response to a new juvenile 
contract introduced by the company a 
year ago. The company said that in 12 
months it has issued 10,500 of its 
junior expander policies , providing 
ultimate insurance protection totaling 
$25.5 million, while another $15,750,- 
000 of protection was issued in the 
same period on other forms of juvenile 
contracts. 





Life of Va. Appoints 


Training Supervisors 


Life of Virginia has appointed 
Douglas H. Fraser, Thomas J. Raynor, 
Talmadge P. DeShazo and William J. 
Beecher field training supervisors. 

Mr. Fraser has been with the com- 
pany at Norfolk since 1948, the last 
three years as associate manager. 

Mr. Raynor joined the company at 
Atlanta in 1950 and has been associate 
manager at Wilmington, N. C., and 
Burlington, N. C. 

Mr. DeShazo joined the company at 
Lynchburg, Va., in 1951 and has been 
associate manager at Gainesville, Ga., 
for two years. 

Mr. Beecher, with the company at 
New Orleans nine years, has been 
associate manager since 1949. 
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Sixty-Second Year of 
Dependable Service 


* The State Life Insurance Com- 
pany has paid $195,000,000 to 
Policyowners and _ Beneficiaries 
since organization September 5, 
1894.... The Company also holds 
over $85,000,000 in Assets for 
their benefit . . . Policies in force 
number 102,000 and Insurance 
in force is approximately $222,- 
000,000 . . . The State Life offers 
splendid agency opportunities— 
with liberal contract, and up-to- 
date training and service facilities 
for those qualified. 
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THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 
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Gold Plaque Awarded to 
Los Angeles A&H Secretary 


Presentation to Frances Sandidge 
secretary of Los Angeles A&H Under- 
writers Assn., of a gold plaque con- 
ferring life membership in the Leading 
Producers Round Table of the Inter- 
national Association, was the feature 
of the initial fall meeting of the local 
association. This is the only award of 
that rank awarded at this time by the 
International group. Eleven othermem- 
bers of the local association were 
awarded plaques. 

Robert E. Will commercial division 
field superintendent of Continental 
Casualty, Los Angeles, was speaker, 
having for his topic “Accident and 
Health Has Grown Up.” He defined 
growing up as searching for new things 
and reaching into new fields. He de- 
voted his talk to substandard A&H and 
pointed out innovations by the com- 
pany he represents. He cited conditions 
under which substandard risks can be 
written, and declared that writing of 
substandard business is but another 
forward step in the business. 


- 





Seven New Texas Insurers 


New life companies organized in 
Texas in the period July 25-Aug. 16 
include: 

All States Life of Dallas, to write 
life and A&H with a capital and sur- 
plus of $300,000. 

Texas National Life of Dallas, writ- 
ing life and accident with capital of 
$25,000 and surplus of $12,500. 

Farm & Ranch Life of Houston, 
writing life and A&H with a capital 
and surplus of $300,000. 

American Old Line Life of Dallas, 
writing life and A&H with capital of 
$25,000 and surplus of $12,500. 

Continental Fidelity Life of Dallas, 
writing life and A&H with capital of 
$100,000 and surplus of $50,000. 

Texas Business Life of Austin, writ- 


ing life and A&H with capital of 
$25,000 and surplus of $12,500. 

Courtesy Life of Longview, writi 
life and A&H with capital of $25,000 
and surplus of $12,500. 

Also, Justice Mutual Life of Dallas 
changed its name to Fortune American 
Mutual Life and moved to Fort Worth, 


Digest of 100 Welfare 


Plans in 208 Page Book 


WASHINGTON—The Department of 
Labor bureau of labor statistics has 
issued a 208-page digest of selected 
health and insurance plans under ¢col- 
lective bargaining. It is the first such 
digest issued by the bureau since 195], 
The book mentions that there have 
been many changes in the scope and 
substance of welfare plans since 195] 
such as the broadening of the health 
and insurance package to include aq- 
ditional benefits, the extension to retir- 
ed employes and their dependents, and 
the general increase in the amount of 
benefits provided. 

The present report, which brings up 
to date a number of plans described in 
previous digests is more comprehensive 
in scope and in detail. It attempts to 
reflect the nature of the benefits pro- 
vided to workers and the differences 
among plans in a form suitable for 
quick’ reference. State temporary dis- 
ability laws, which affect some of the 
plans covered in the digest are sum- 
marized in an appendix. 

The book is bulletin No. 1180. It 
may be had from the government 
printing office, Washington 25, D. C,, 
at $1 a copy. 








Bump K. C. General Agent 


Harold S. Bump has been named 
Kansas City general agent of North 
American Accident of Chicago. He has 
more than five years experience in 
life and A&H sales and formerly 
was with the North America compan- 
1es. 
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UNUSUAL OPPORTUNITY 
or 
AN ORDINARY LIFE MAN 


The Position calls for the ability to intelligently discuss 
life insurance problems with successful fire and casualty 
general agencies who now broker their life business. 


The Man who fills it must be young in ideas, health and 
spirit, with a very sound knowledge of life insurance. 
His character must be unimpeachable, his appearance 


The Company with which he will be associated is a 
leader in the group life, accident and health field, with 
many territories open for exclusive general agency 
appointments for ordinary life and individual accident 
and health departments. Excellent financial statement. 


The Salary will be entirely commensurate with ability 


The Potential is found in the stability of executive per- 
sonnel within the company, and the recorded growth 


Write in Confidence to the address given. Our client’s 
employes know of this advertisement. Send fully de- 
tailed resume of personal and business background. All 
replies treated in complete confidence. 


5. HUELL BRISCOE & ASSOCIATES 


Consulting Actuaries 
175 WEST JACKSON BOULEVARD ¢ CHICAGO 4, ILLINOIS 
Phone: WEbster 9-3413 
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Group Agents Form 


National Organization 

CINCINNATI—A new national or- 
ganization was formed in Cincinnati 
by agents who specialize in the associ- 
ation type of group disability. Compa- 
nies writing this specialized form of 
insurance have been asked to submit 
names of recommended agents. Offi- 
cers of American Society of Associa- 
tion Insurance Agents are W. A. Rudd, 
w. A. Rudd, Inc., Cincinnati, presi- 
dent; Harrison Henry, TerBush & Pow- 
ell, New York City, vice president; 
w. T. Rowland, Jr., Bertholan-Row- 
land, Inc., New York City, secretary- 
treasurer. 

During the meeting, a constitution 
and by-laws were drawn up and di- 
rectors elected who elected the offi- 
cers. They will serve until the next 
annual meeting in Chicago, Oct. 3, 
1956. An interim meeting has been 
called for Feb. 17-21, 1956, at Palm 
Beach, Fla., when the initial member- 
ship roster is expected to be complet- 
ed. Charles Carlisle, TerBush & Pow- 
ell, Schenectady, N. Y., is admissions 
committee chairman. Mr. Rowland 
and Lowell Weaver, Akron, O., com- 
plete the membership of this com- 
mittee. 

Directors, other than officers, are: 
A. C. Bertholan, Bertholan-Rowland, 
Inc., Philadelphia; William B. Grif- 
fin, Lexington, Ky.; William Lutz, Ru- 
pert & Lutz, Rochester, N. Y.; Charles 
Sellers, Jr., Buffalo, N. Y., and Messrs. 
Weaver and Carlisle. 

A statement issued following the 
formation of the new group said, “It 
is hoped that in the very near future 
its existence will play a major role 
in the future of association group 


disability insurance as well as in its 
newly forming offspring, association 
group life, hospitalization and major 
catastrophe plans.” 





Ohio Hospital Service 


Seeks Increase in Rates 


Ohio Superintendent Pryatel has 
scheduled a hearing Oct. 19 on a rates 
increase request from Central Hospital 
Service, Columbus, which administers 
Blue Cross plans in 29 counties. 

The service seeks to increase its 
30-day standard family contract from 
$4.10 to $4.60 a month and its standard 
$25 deductible contract rates from 
$1.85 a month to $2.35 for individuals 
and from $4 a month to $4.30 for 
families. The service also proposed 
limiting maternity benefits to $50 a 
case on the direct pay 30-day standard 
$25 deductible contract. 





Travelers Names Three 


Travelers has appointed David A. 
Cooper regional supervisor of group 
sales and George E. Doyle and David C. 
Sargent district supervisors of group 
sales. ; 

Mr. Cooper joined the company as 
field representative in New York city 
in 1946. In 1948, he transferred to the 
group sales promotion unit of what was 
then the life, accident and group 
agency department. 

Mr. Doyle joined the company’s 
group department at the home office 
in 1938 and was named field represent- 
ative at Chicago a year later. He has 
served in Albany, also. 

Mr. Sargent joined the company in 
1938 and was named an underwriter in 
the group department in 1946. He 
transferred to group sales in 1951. 


Great-West Life has been licensed 
in the District of Columbia. It is also 
licensed in 18 other states and Canada. 
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Chicago CLUs and Life 


Agents Hold Joint Meeting 


Chicago CLU chapter and Chicago 
Assn. of Life Underwriters met jointly 
at the first fall meeting of both groups 
to view the narrated slide presentation 
of “Is This Your Life?” written by 
Laflin C. Jones of Northwestern 
Mutual Life. 

Special feature of the program was 
the presentation of the CLU designa- 
tion to 19 members. 

George Huth of Connecticut Mutual 
Life, president of the Chicago associa- 
tion, said the association’s 1956 legis- 
lative program centers around the 
passage of an agents qualification and 
license bill. 


Franklin's Paid Sales Up 


Franklin Life’s paid sales during 
August (excluding annuities) totaled 
$39,666,756, a gain of 32.7% over the 
same month last year. Paid business 
for the first eight months of 1955 ex- 
ceeds $307,900,000. 








Jepsen Made General Agent 


American Mutual Life of Iowa has 
appointed Carl B. Jepsen general agent 
at Harlan, Ia. He entered insurance 
with Prudential in 1952. 


R. C. Singer Joins Life 


Insurance Institute 


NEW YORK—Robert C. Singer, re- 
cently with the public relations fi 
of Swanson & Dalzell, Inc., has been 
added to the staff of the promotion 
and advertising division of Institute of 
Life Insurance. 

With Swanson & Dalzell he served in 
a public relations and management ca- 
pacity for a group of insurance, and 
financial accounts. 

Mr. Singer is currently an instructor 
of political science at New York Uni- 
versity’s school of Commerce. He is a 
journalism and political science grad- 
uate of the university. 


On New England Life Board 


Nathanael V. Davis, president of 
Aluminium Ltd., has been elected to 
the board of New England Mutual Life 
to fill the unexpired term of Allan 
Forbes, who died recently. 








A. A. Garrett Advanced 


A. A. Garrett has been appointed 
seer secretary of Republic National 
ife. 

Mr. Garrett joined the company in 
April after previous insurance ex- 
perience. 
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EDITORIAL COMMENT 





Should NALU Admit Fraternal Agents? 


The just-ended annual meeting of 
the National Fraternal Congress and 
the recent annual gathering of the Na- 
tional Assn. of Life Underwriters serve 
as a reminder of a question that has 
repeatedly been laid in NALU’s lap: 
Should NALU admit fraternal insurers’ 
representatives as members? 

As certain of the fraternals continue 
to develop their sales forces along 
lines hardly distinguishable from those 
of the life companies, it is natural for 
their agents to want to be admitted to 
NALU. It is also natural for NALU 
to be extremely wary of opening its 
doors to agents who are selling a dif- 
ferent type of contract enjoying a spe- 
cial tax advantage. 

Way back at the 1938 midyear meet- 
ing of NALU a special committee on 
legal reserve fraternal societies re- 
commended against admitting repre- 
sentatives of these societies to mem- 
bership in NALU. The trustees agreed. 

Then, at the 1945 midyear meeting 
the board again reviewed the matter 
and agreed on the following state- 
ment as the basis for NALU’s refusal 
to admit fraternal members: “The re- 
quirement in the by-laws of the Na- 
tional Assn. of Life Underwriters that 
to be eligible for membership an un- 
derwriter must be a representative of 
a regular legal reserve life insurance 
company does not permit the accept- 
ance for membership of representa- 
tives of fraternal companies, associa- 
tions, lodges, and other similar or- 
ganizations, regardless of whether such 
organizations operate on a legal re- 
serve basis.” 

At the time of the annual meeting 
of NALU in Cincinnati in 1949 the 
board adopted an interpretation of 
the phrase “legal reserve life insur- 
ance.” It stipulated that the represen- 
tative must be licensed by the state as 
a life agent, that all contracts he offers 
and sells may not be _ arbitrarily 
changed after issue by amendment of 
the by-laws of the issuing insurer. As 
a result of this, when new membership 
application blanks were printed, the 
new definition was included in it. 

At the Cleveland convention in 19- 
53 an amendment was proposed to the 
by-laws committee to allow fraternals’ 
representatives to become members of 
local associations as associate mem- 
bers. The national council recommend- 
ed against it and the amendment was 
not offered to the convention session. 
At the post-convention trustees’ meet- 
ing, the board agreed to invoke the 


“srandfather clause” with respect to 
such members of fraternal orders as 
were already enrolled as NALU mem- 
bers but to refrain from recruiting 
new members. 

The latest official action was at the 
midyear meeting in New Orleans in 
1954. The matter was brought up but 
the board reaffirmed its 1953 action 
denying membership to representa- 
tives of fraternals. There was some 
corridor talk on the subject at the re- 
cent annual meeting of NALU in St. 
Louis but no official action was re- 
quested. 

For NALU, the solution has thus far 
been a simple one: Keep the bars up. 
But some day, perhaps before very 
many years have passed, the problem 
may have grown more complex and 
the exclusion remedy harder to jus- 
tify. 

We don’t profess to know the ans- 
wer. In fact, it is quite possible that 
there is no wholly satisfactory solution. 
But whatever the eventual answer 
proves to be, it should be the product 
of broad-gauge  thinking—thinking 
that takes in the welfare of the entire 
life insurance business and the insur- 
ing public. 








PERSONALS 


Miss R. Winifred Burr, assistant 
secretary of New England Mutual 
Life, has been elected chairman of the 
Vassar college alumnae fund. 





Halsey D. Josephson Jr., Connecticut 
Mutual, New York city, won $562 in 
the “Dollar a Second” television quiz 
show. He is an agent in the agency 
headed by his father. 


Commissioner Joseph A. Navarre of 
Michigan and Mrs. Navarre marked 
their 25th wedding anniversary during 
the final week-end of September. They 
were entertained by relatives and 
friends both in Jackson, their home 
city, and in South Bend, Ind. 


Stuart F. Silloway, vice-president 
for finance of Mutual of New York, 
has been named chairman of the life 
insurance division of the $1 million 
family fund campaign of Community 
Service Society of New York City. 


Eighteen members of Northwes- 
tern Mutual Life’s agency department 
recently completed the lawn-seeding 
project begun by Superintendent of 
Agencies Willard H. Griffin before he 
was stricken by polio. The work force 


was led by Grant L. Hill, vice-presi- 
dent and. director of agencies. Mr. 
Griffin was stricken in July and is 
hospitalized at Wood, Wis., partially 
paralyzed. 


E. Wayne Wood, who has been ap- 
pointed superin- 
tendent of agen- 
cies of John Han- 
cock, joined the 
company in 1940 
at San Antonio. He 
was named agency 
assistant in 1951 
and assistant su- 
perintendent of 
agencies in 1953. 
In his new post, 
he supervises 22 
agencies in the re- 
cently created 
southern division of John Hancock. 


E. Wayne Wood 


H. Clay Evans Johnson, president of 
Interstate Life & Accident, Chatta- 
nooga, has been named chairman of 
the big gifts division of the 1955 Chat- 
tanooga and Hamilton County Com- 
munity Chest. 


William J. Davey, 36, 
pointed 


newly-ap- 

Indiana 
insurance com- 
missioner, joined 
the department as 
an examiner in 
1947 after gradua- 
tion from Butler 
university where 
he majored in in- 
surance and ac- 
counting. For the 
past two years he 
has been chief ex- 
aminer for the de- 
partment. Mr. Da- 
vey is a native of Indiana and lives in 
Indianapolis. 





William J. Davey 


Paul A. Norton, vice-president of 
New York Life, and J. McCall Hughes, 
vice-president of Mutual of New York, 
have been named chairman and co- 
chairman, respectively, of the insur- 
ance division of the 1956 finance cam- 
paign of Greater New York Councils, 
Boy Scouts of America. 





DEATHS 





RAYLAND D. PHILLIPS, staff man- 
ager of Life of Georgia at Brownsville, 
Tenn., was killed when his car struck 
a highway bridge abutment at Browns- 
ville. 


EDWIN A. SCHMID, president of 
Missouri Ins. Co., died suddenly of a 
heart attack while enroute to England 
with his wife and daughter. A member 
of the syndicate which purchased con- 
trol of the company in 1939, he served 
in various official positions until be- 
coming president last February. He was 
one of the original group which organ- 
ized Mutual Bank & Trust Co. in 1933, 
and served as its vice-president for 





several years and was its president at 
the time of his death. A son, Clifford 
H. Schmid, is with Missouri Ins. Co, 


RAYMOND R. BROWN, 57, presi- 
dent of Standard of Oregon, died of 
a heart attack at 
Portland. Mr. 
Brown joined the 
company in 1919 
as an_ actuarial 
clerk, was named 
actuary in 1923 
and vice-president 
and actuary in 
1936. He was elect- 
ed executive vice- 
president in 1945 
and president in 
1947. He had been 
a director of the 
company since 1934. Mr. Brown was 
a director of Life Insurance Medical 
Research fund and Oregon vice-pres- 
ident of America Life Convention since 
1949. 


A. G. A. JOHNSON, manager of 
Business Men’s Assurance at Sacra- 
mento, Cal., died of a heart attack 
after an illness of a few days. Mr, 
Johnstone started his career with BMA 
in 1926, serving as district manager 
from 1944 to 1952 when he was named 
Sacramento manager. 


FLORIAN McGRAW, 49, who was 
with Prudential in South Bend, Ind., 
for 20 years, died in Lansing, Mich., 
where he had been Prudential manager 
since 1950. 


W. B. LINDSAY, 69, examiner in 
the Florida insurance department, died 
after a heart attack in New York City 
while on an assignment there. His 
home was in Tampa. 


JOSEPH M. DOWNS, 52, vice- 
president of Ohio 
StateLife, 
drowned while 
swimming in the 
ocean at Virginia 
Beach, Va. Mr. 
Downs. and _his 
wife had been va- 
cationing about a 
week in Virginia. 
He was a member 
of the board, and 
also manager of 
the mortgage de- 
Joseph M. Downs partment. Before 
joining Ohio State Life in 1936 he was 
in private law practice. 








Raymond R. Brown 


= 








Vote to Sell More Stock 


Stockholders of Citizens National 
Life voted to increase authorized capi- 
tal stock from 145,579 to 200,000 shares 
at par value of $1 each. Also approved 
was a resolution to offer the new 
shares by stock purchase rights at $1 
a share to stockholders only, with pur- 
chase rights expiring Nov. 1 





George C. White has joined the 
John C. Weghorn agency as associate 
manager of the life department. He 
recently has been brokerage supervisor 
of Paramount agency in Brooklyn. He 
is a CLU. 
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Management Parley in 


Michigan Attracts 100 


About 100 persons attended the fall 
conference sponsored at Lansing by 
Michigan Life Agency Management 
Assn. and Michigan State university. 

Addressing the record turnout were 
Carl L. Strong, insurance coordinator 
Michigan State university; Charles H. 
Schaaff, agency vice-president Mass- 
achusctts Mutual Life; Davis W. 
Gregg, president American College; 
Earl McIntyre, associate professor 
Michigan State; Earl W. Schwemm, 
Great-West Life manager at Chicago; 
John D. Moynahan, Metropolitan man- 
ager at Chicago, and Charles K. Reid, 
IJ, senior consultant LIAMA. 

‘Summaries of some of the talks will 
appear in later issues. Melvin C. 
Brown, New York Life, Lansing, pre- 
sided and the program was arranged 
by Carl B. DeVol, Great-West Life, 
Grand Rapids. 





Pru Distributes Booklet 


on Variable Annuity 


Because of interest in the business 
and among the general public in the 
variable annuity, Prudential has gotten 
out a booklet, The Aims, Background 
and Case for the Variable Annuity 
Contract. The booklet contains answers 
to some of the more commonly raised 
questions on this type of contract. 

Copies may be obtained in limited 
amounts by writing to the public rela- 
tions department at Prudential’s New- 
ark home office. 


License Revoked Under N. C. Law 

Commissioner Gold of North Caro- 
lina has revoked the license of H. M. 
Bennett, Raleigh agent, on grounds of 
misrepresentation in the sale of an 
A&H policy. He also forfeited a $500 
bend. The revocation was the first un- 
der a new law passed by the 1955 
legislature, which also requires agents 
to be bonded. Mr. Bennett denied the 
charges and noted an appeal from the 
decision. His company, Reserve Life of 
Dallas, was absolved from any blame 
by the commissioner. 


Frensley Is United National V-P 

Frank W. Frensley, agency vice- 
president for American Reserve Life 
of Omaha, has been elected executive 
vice-president of United National Life 
of Dallas. United National plans to 
open a branch in Houston soon. 


National Fidelity Enters 6 States 

National Fidelity entered six more 
states during the first eight months of 
1955. They are Arkansas, Colorado, 
Indiana, Oregon, Washington and 
Utah. The company now operates in 
14 states. 














When Northwestern National Life 
observed its 70th anniversary, Presi- 
dent George W. Wells was served the 
first piece of birthday cake by home 
office employe Patti Wales, appropri- 
ately garbed in a dress and bonnet of 
the 1880’s. Mr. Wells also sent greet- 
ings and individual birthday cakes to 
four policyowners who were born on 
the same day the company was found- 
ed. He pointed out that 1955 is proving 
to be Northwestern National’s greatest 
year, and that insurance in force would 
exceed $1.5 billion and assets $280 
million by Dec. 31. 








Convention Dates 





Oct. 19-21, Assn. of Life Ins. Medical Diree- 
tors, Statler hotel, New. York City. 

Oct. 20-21, Atlantic alumni of LIAMA 
schools, Rye, N. Y. 

Oct. 20-23, Mid-west General Agents & Man- 
agers Conference, French Lick, Ind. 

Oct. 26-28, Institute of Home Office Under- 
writers, Kentucky hotel, Louisville. 

Oct. 26-28, American Management Assn., In- 
surance Conference, Palmer House, Chicago. 

Oct. 27, Northern California General Agents 
& Managers Conference, Berkeley. 

Nov. 4-5, Southwest General Agents & Mana- 
gers Conference, Dallas. 

Nov. 7-11, Life Insurance Agency Manage- 
ment Assn., annual, Edgewater Beach hotel, 
Chicago. 

Nov. 10-11, New York State Assn. of Life 
Underwriters, fall delegate meeting, Utica. 


Nov. 19-20, Pennsylvania Assn. of Life Under- 
writers, George Washington hotel, Washing- 
n. 


Nov. 28-Dec. 2, National Assn. of Insurance 
Commissioners, midyear, Commodore hotel, 
New York City. 

Dec. 12-13, Assn. of Life Insurance Counsel, 
winter meeting, Waldorf-Astoria hotel, New 
York City. 

Dec. 14-15, Life Insurance Assn. of America, 
Sa, Waldorf-Astoria hotel, New York 

ity. 
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Does Competition Call for 
Actuarial Code of Ethics? 


(CONTINUED FROM PAGE 1) 


field and elsewhere, have increased 
the necessity for every actuary to be 
constantly watchful. 

“On the other hand, what are the 
considerations that tend to discourage 
the idea that we should have a code of 
ethics? For the most part, I think, they 
revolve around doubts that a written 
code would prove to be a genuinely 
helpful instrument in upholding the 
highest possible standard of profes- 
sional conduct. Rules of conduct, to 
be enforceable, must be comprehen- 
sive and fairly specific; when so de- 
vised they tend to create minimum 
standards. The danger is that the mini- 
mum standards may gradually become 
the universally acceptable standards. 

‘Whether or not our society moves, 
now or later, to adopt a code, I am cer- 
tain that our chief reliance for merito- 
ricus professional conduct must always 
be the good character of each mem- 
ber. At this juncture, I am by no means 
convinced that it would be wise to 
spell out a code in detail. This feeling 
is a direet outcome of the strong con- 
viction that a sense of personal respon- 
sibility is at the heart of the highest 
standards of professional conduct. In 
other words, attainment of the highest 
standard depends fundamentally on 
what the British philosopher John 
Fletcher Mouton described as the obe- 
dience of man to that which he cannot 
be forced to obey.... 

“We need to be jealous of the pro- 


fessional reputation that we now en- 
joy—of our standing as members of a 
professional body. Many groups seek 
that status. We have it, should appre- 
ciate its meaning, and do all in our 
power to preserve it.” 





Headline Slogan Dominates 


New Institute Campaign 


(CONTINUED FROM PAGE 1) 
for example, illustrates a mother and 


her young son. Another shows a baby 
and its father. Later advertisements 
will highlight some of the special rea- 
sons for life insurance—a retired man 
and his wife, a boy on his way to 
school, a newly married couple. 
Supporting the headline and photo- 
graph is the main copy containing one 
or more factual reasons why “you can 
count on life insurance.” One typical 
message discusses the immediate-es- 
tate feature of life insurance and cites 
the amount paid annually in first-year 
claims. Other ads cover the policy con- 
tract, the amount of assets that guar- 
antee the policies, and similar indus- 
try-wide facts which prove the 
dependability of life insurance. 
Equally important, particularly to 
managers and general agents, is the 
strong support which the new cam- 
paign gives to the agent. More than 
any recent institute series, the forth- 
coming messages offer a natural op- 
portunity to emphasize the agent’s 
role in helping American families plan 
sound life insurance programs. Typical 
of the way in which tribute is paid to 
the agent’s service is this statement 
from one of the early advertisements: 
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Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 
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and agents. 


FIELD SUPERVISOR 


Can YOU qualify as a Field Supervisor 
in our expansion program? 


YOU will receive a top salary 
should be under 40 and have both Life and A&H experi- 
ence in personal selling, training, and supervising. YOU 
will spend most of your time in the field with our managers 


Federal Life, chartered in 1899, is strong and progres- 
sive. We have an ideal selection of policies and the 
strength and enthusiasm to sell them. Write giving full de- 
tails (all replies confidential) to Emery A. Huff, Vice 
President & Superintendent of Agencies, Federal Life 
Insurance Co., 168 N. Michigan Ave., Chicago |, Ill. 


lus all expenses. YOU 

















SALES TRAINING ASSISTANT 


Challenging position in Agency Division at Home Office of a major New 


England life insurance company. 


Will require recent college graduate with 2 to 5 years experience selling 
ordinary life insurance, some of which is business insurance and programming. 


Will assist with nationwide training program while preparing for a mana- 


gerial position. 


Send complete summary with reply. All information will be handled con- 


fidentially. 


Write Box No. H-55, c/o The National Underwriter Co., 175 W. Jackson 


Bivd., Chicago 4, Ill. 








“No two families have exactly the 
same needs for life insurance. That is 
why is it so important to get exper- 
ienced help in planning the right pro- 
gram for your family. Naturally, the 
best person to give you these specific 
answers is your own agent.” 

The final element in each message is 
the offer of a free booklet. Your Life 
Insurance—and How to Use It. Pre- 
pared by the institute especially for 
this campaign, this 16-page booklet 
gives a broad picture of how life in- 
surance can help a family meet its 
main financial responsibilities. It dem- 
onstrates, in practical terms, the busi- 
ness’s willingness to serve its policy- 
holders and the public. Bulk quantities 
of the booklet are available to the life 
insurance business at cost, five cents 
a copy. 

A physical innovation in the new 
series is the use of a long, lean shape 
of advertisement in place of the old, 
almost-square shape. This step was 
taken to meet increased competition 
for reader attention from new adver- 
tisers who have come into newspapers 
during the past five years. The new 
shape, with its “different” look and 
additional height, offers almost a posi- 
tive guarantee of better position and 
better readership. 

The individual advertisements are 
only one feature of the institute’s pro- 
gram. In order to inform everyone in 
the life insurance business about what 
the campaign is and what it proposes 
to do, a series of promotional plans 
has been devised. They include a bro- 
chure in newspaper size, showing how 
the advertisements will look in a typi- 
cal publication and containing the en- 
tire story behind the campaign; a 
slide film for use at agency and asso- 
ciation meetings, called How People 
Get Ideas and showing how the pro- 
gram will give the American people a 
better idea of life insurance; a port- 
folio for general agents and managers 
to assist them in spotlighting the cam- 
paign at their meetings; premium no- 
tice enclosures adapted from the ads, 
stickers, posters, displays and reprints. 
Most of these devices can be used not 
only to bring the program home to 
life insurance people but also to tell 
the public. 





DITC Course in Dallas 


A disability insurance training 
was scheduled to begin at the Cokes- 
burg book store, Dallas, Sept. 29. 

The course, sponsored by Interna- 
tional Assn. of A.&H. Underwriters, 
will cover a period of 13 weeks, with 
classes conducted each Thursday from 
3 p.m. to 4:50 p.m., by Lawrence Cook, 
Great American Reserve. 





Montgomery Leaves $281,000 Estate 


WASHINGTON—William Montgom- 
ery, president of Acacia Mutual Life, 
who died recently, left an _ estate 
valued at $281,000, consisting of $189,- 
000 worth of real estate and $92,000 
in personal property. 

Mr. Montgomery left his entire es- 
tate to his widow, Mrs. Gizelle Mont- 
gomery. She, Howard W. Kacy, new 
president of Acacia, and Paul B. 
Cromelin, a board member, are ex- 
ecutors of the estate. 





ASSISTANT ACTUARY WANTED 


Rapidly growing Colorado Life and Acci- 
dent and Health Company has opening for 
an assistant actuary, age 20 to 30, with 
two or more society examinations. Salary 
open. Address Box H-60, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 











Heart and Weight Flaws 
Often Double Mortality 


(CONTINUED FROM PAGE 1) 
17,000 applicants for insurance whose 
family history included two or more 
cases of cardiovascular-renal disease 
under age 60. 

Among the other papers presenteg 
to the society were several technica] 
discussions, including one by E. Allen 
Arnold, assistant actuary of Standard 
of Oregon, covering approximate valy- 
ation methods. Pointing out that smal- 
ler companies required nearly as much 
valuation work as the larger compa- 
nies, but have fewer calculating fagij. 
ities and limited manpower, he saiq 
one of the eight methods he outlined 
might be useful to the smaller com- 
pany. 

Donald C. Baillie, assistant mathe. 
matics professor at University of To- 
ronto, presented a possible method of 
making valid numerical comparisons 
between whole life insurance and the 
term-plus-savings plan. 

William H. Kelton, associate actuary 
of Travelers, presented a paper on Val- 
uation Study of Disability Benefits In- 
cluded in Life Insurance Policies. 

An actuarial note on adding or in- 
creasing substandard extras on policy 
changes, was presented by Shepherd 
M. Holcombe, actuarial assistant Con- 
necticut General Life. 


Complete Agenda Listed 
for ALC’s Annual Meeting 


(CONTINUED FROM PAGE 1) 
International Bank for Reconstruction 


& Development, Washington; G. Keith 
Funston, president New York Stock 
Exchange, New York City; J. Douglas 
Gibson, assistant general manager and 
economist Bank of Nova Scotia, Toron- 
to; David C. Bevan, vice-president- 
finance Pennsylvania Railroad Co., 
Philadelphia, and Frank R. Shugrue, 
2nd vice-president Bankers Life of 
Nebraska. 





Paul C. Wright, at right, treasurer of 
California-Western States Life, cele- 
brated his 45th anniversary with the 
company. President Robert E. Murphy 
checks Mr. Wright as he adds up his 
45 years on the same early-day cal- 
culating machine he had when he 


joined the company. Mr. Wright, old- — 


est employe in point of service, joined 
Cal-Western States shortly after it 
was founded in San Francisco. The 
company later merged with California 
State Life of Sacramento. Mr. and Mrs. 
Wright were presented flight tickets 
for a month’s vacation in Hawati. 
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When you are born . . . When you go to school . . . When you 
get married ... When you serve in the Armed Forces ... When 
you do almost anything of importance, somebody, somewhere 
punches a hole in a card and you become another statistic. 


Now at Lutheran Mutual we have the best in punched card 
machines, but both our agents and our policyowners mean far 
more to us than rectangular holes in a piece of cardboard. 


Maybe that’s why our agents stay with us . . . they like our 
personal attention and training . . . our pension and hospital- 


ization plans. They like to be called by their first names. Harry &. Tressel, M.A.I.A. W. P. Kelly 
Melitta. A Ratnead = 
And our lapse rate . . . among the lowest in the entire D. Sneed L. Miler 


industry . . . speaks volumes for the careful and individual 
attention accorded to each and every one of our policyowners. 


Lutheran Mutual «7+ sence comrane 


and Insurance Accountants ASSOCIATE 
Home Office + Waverly, lowa Telephone WAbash 2-3575 E. P. Higgins 
THE BOURSE PHILADELPHIA 





ILLINOIS 





NEW YORK 











CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 





Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 

















OKLAHOMA 











Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 











W. J. BARR 
CONSULTING ACTUARY 


HOME STATE LIFE BUILDING 
OKLAHOMA CITY, OKLA. 
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CHASE CONOVER & CO. 


Consulting Actuaries 








332 S. Michigan Ave. Chicago 4, Ill. 











FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
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Newberry Retires as 
President of W.O.W. 


Farrar Newberry is retiring as pres- 
ident of Woodmen of the World of 
Omaha, effective 


Oct. 12, and will 
return to his home 
city of Arkadel- 


phia, Ark., to de- 
vote his time to 
historical research 
and writing. Mr. 
Newberry’s term as 
president would 
have expired in 
1957. 
Mr. Newberry 
joined the society 
F. Newberry in 1913 and became 
a field man two years later when he 
left the practice of law at Little Rock. 
He was advanced to state manager in 
1918 and elected a director in 1932. He 
went to the head office in 1935 where 
he became secretary two years later 
and president in 1943. 
Known as one of America’s greatest 
fraternalists, Mr. Newberry served as 
president of National Fraternal Con- 











gress and has considerably expanded 
the social and civic service programs of 
Woodmen of the World. Over the past 
12 years, W.O.W. had a gain of 102,749 
members, $223,801,299 of insurance in 
force and $62,213,000 in assets. Insur- 
ance in force now stands at $580 mil- 
lion and assets at $200 million. 

Mr. Newberry has published three 
historical books. He is a recognized au- 
thority on the lives and accomplish- 
ments of all the presidents of the U.S., 
and frequently is called on to address 
organizations on the subject. 


Ark. Agent Asks $26,125 


in Wash. National Suit 


John H. Greene, Little Rock agent, 
has sued Washington National for 
$26,125 for loss of commission on a 
policy written on the life of George S. 
Benson, president of Harding college 
of Searcy, Ark. 

Mr. Greene alleges that after an 
intensive campaign on his part, the 
Harding board of trustees approved 
purchase of the million dollar policy. 
He said it was to be written by three 
companies he represented. He was 
later notified that the application was 
being cancelled. Washington National 








a easier with The Guarantee’s 
* training programs 


Success comes faster and easier with proper training. 


Whether you want the advantages of a C.L.U. 
course or basic training for one of your new agents, 
The Guarantee has tested, successful training 


programs to fit your needs. 
a As a General Agent with The Guarantee, you be 
; will also benefit from these other agency-building 
tools: ¢ A complete line of insurance to sell ¢ Two 
new financing programs ¢ The Guarantee’s liberal 
5 Star Contract © A new pension plan ¢ An 


agency-minded company. 


ee ee 


For More information 


on the areas available and the 
advantages offered by The 


pase omar 


ering 
pits 


# Guarantee, write or phone 
a today — in confidence — to 
4 J. D. Anderson, Agency Vice 
” President, 1805 Douglas 
} St., Omaha, Nebr., At. 7100. 
a 
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Equitable Agent U.S. Golf Assn. Champion 


J. Wood Platt, agent in Philadelphia and Bethlehem, Pa., for Equitable 
Society won the U. S. Golf Assn.’s senior championship Oct. 1, at Nashville. 
He is 57 and has been a nationally known golfer for the past 35 years. He 


joined Equitable in 1939. 


Barthel, Sellers New General Agents in Illinois 

Indianapolis Life has appointed two general agents in Illinois, Charles y, 
Barthel at Chicago and Lloyd H. Sellers at Moline. Mr. Barthel, who succeeds 
the late Henry G. Hall, has been in life insurance for 10 years. Mr. Sellers js 
establishing a new agency. He has nine years of experience. 











wrote the completed policy. 

Mr. Greene accused Washington 
National through agents Kenneth Mul- 
lins, Roy Reagan and James Ferguson, 
of obtaining a change in the policy by 
“threats of reprisal, promises of re- 
duced premiums, promises to share 
commissions and other irregularities.” 
This was denied by the company and 
officials of the college. 

Several months ago Arkansas Com- 
missioner Combs made a formal find- 
ing that Washington National had 
engaged in irregular practices in 
writing Mr. Benson’s policy, but said 
he had no authority to impose punish- 
ment or cancel the policy. 





Mutual Trust New Rate 
Book Shows Premium Cuts 

Mutual Trust Life has brought out 
a new style rate book showing a num- 
ber of changes. 

Premiums for waiver are reduced 
on all plans not cut last Jan. 1. Payor 
premiums and substandard rates are 
reduced on all plans. Semi-annual and 
quarterly premium factors have been 
reduced on the retirement income en- 
dowment plans at the adult ages. 

The 10-year endowment plan will 


WE’RE 50 A 
LIBERTY 
eee 


and his future 
looks better 


than ever! 


Assets, insurance in force— 


and our agents’ expectations — 
are at record highs this year as 
Liberty Life celebrates its 50th Anniversary. 


now be issued down to age 10 and 
ages for mortgage protection plan 
have been extended to 49. Five and 10- 
year term policies may be issued down 
to age, 18. 

The five-year convertible by non- 
renewable term policy has now be- 
come the five-year convertible and 
renewable policy for the same rate. 

Nearly all occupational ratings have 
been decreased and many have been 
discontinued. Among changes § are: 
company issued limits increased to 
$200,000 maximum, new rates for New 
York juvenile business, more liberal 
rates on foreign travel and residence 
and new build table providing more 
liberal action in most cases. 

The company has introduced a new 
type of life expectancy rider on 10, 15 
and 20-year term bases to provide an 
income of $10 a month for each $1,000 
face amount of the principal policy up 
to a specified expiry date. 





Mutual of New York has purchased 
45 tank cars for about $530,000 and 
has let them out to Diamond Alkali Co. 
on a long-term lease. Diamond Alkali 
is one of the country’s principal pro- 
ducers of chemicals. 














Assets have tripled in size in the past ten years and now 


exceed $80,000,000. 


Liberty Life insurance in force—now over $700,000,000 
—is also three times as great as a decade ago. 


No wonder Liberty Life representatives can look forward 
to ever-increasing opportunities for community service 


and personal advancement. 


LIBERTY LIFE 


INSURANCE COMPANY 


Greenville, South Carolina 
FINANCIAL FREEDOM FOR THE FAMILY, 
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are running this year. . - 

to tell the nation’s top businessmen 
all about New York Life’s modern 

Group Insurance Plans— including: 


Group Paid-Up, Major Medical, 
Group Annuities, Group Life, 
Group Health Care Coverages 
and Trusteed-Type Plans. 

















Group 


Paid-Up Life 
Insurance _ 


another modern 
Group Insurance 
Plan from 

New York Life! 
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Gives employees fully Paid-up insurance 
or accumulated cash at end of employment! 


Each contribution an employee 
makes under New York Life's Group 
Paid-Up Plan provides fully paid-up 
life insurance for him. His employer 
purchases the balance of the death 
benefit on a group-term basis. 


Upon retirement or termination of 
employment, the employee will own 
the paid-up life insurance which his 
contributions have bought. Or he can 
receive a cash value which would be 
at least equal to his total contributions. 


Employers like this plan because it 
Provides continued life insurance for 
retired employees with no more pre- 
miums due. 


New York Life offers a complete 
line of Group Insurance and Em- 
ployee Protection Plans — available 
for businesses having 10 or more em- 
ployees. The plan you choose can be 
designed to meet the needs of your 
organization. Ask your New York 
Life agent or your broker. 





When you think of Group Insurance . . . think of New York Life 
ees - . 
Write today for full information NEW YORK LIFE 
about New York Life’s Group INSURANCE COMPANY 
Contracts, Costs and Commissions. ' 
A MUTUAL COMPANY (AT2ELLC) Founven IN 1845 
ytvat comm, 
SI Madison Avenue, New York IO, N.Y. 
(in Canada: 320 Bay Street, Toronto, Ontario) 
N 


: NEW YORK LIFE INSURANCE COMPANY 


j Life 
When you think of Group Insurance .. . think of New York ife 

















Why does the man who sells 


It's late at the PTA meeting. Someone is 
needed to organize next year’s program. 
Again and again where good neighbors 
share the load in community projects— Red 
Cross, PTA, Community Chest and many 
others —the Man from Equitable is a willing 
volunteer. After work, he shows the same 
spirit of service that marks his business day. 
As a life underwriter, he spends his work- 
ing hours thinking of others — their hopes, 


ey 


their fears, their dreams. The Man from 
Equitable shows them how to turn these 
dreams into happy reality — with Living In- 
surance. This is modern insurance that 
stresses benefits for the living. Benefits for the 
policyholder himself while he lives. If he dies, 
benefits for the family that lives on after him. 

This concept of Living Insurance is 
dynamic—a real aid that simplifies the work 
of the Life Underwriter. It is a positive ap- 


fiy 


Living Insurance speak up? 


proach to selling that can lead to increasing 
sales volume. 

And in making his daily calls the Man 
from Equitable can count on a return that 
is more than money. It comes from the 
knowledge that more and more families live 
without fear of the future because of the 
Living Insurance he has sold them. 

This is the big reward of service—a reward 
that makes hard work worthwhile. 


THE EQU ITABLE LIFE ASSURANCE SOCIETY OF THE U. S. 


Home Office: 393 Seventh Avenue, New York 1, N.Y. 





